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Life insurance is 
the chain which links 
men from every walk of life 
in the American concept 

of a civilization 

where the future 

of the individual 

and his family is an 
individual responsibility. 
























This is the camera 
that did it! 


right now—there’s one in every major city. Or mail the 


coupon. We'll see that you get to see one in action. 


First Rule In Microfilming: 
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We, The Policyholders 


One shareholder in the world’s largest private enterprise—life 
insurance—writes on the state of the business. See page 12. 


Two Prominent Patrons 


On page 14 you'll find laudatory comment on life insurance from 
President Truman and Vice-President Barkley. 


Eight Past Presidents and a Prime Minister 


On page 15 starts an impressive line-up of past presidents of the 
U. S. who have endorsed life insurance. 


Endorsement Questions and Answers 


Tue Specrator’s “Idea Man,” Ken Mathus, answers some impor- 
tant questions on endorsement, page 18. 


Cabinet Members Endorse Life Insurance 


Six members of the President’s Cabinet write the good word on 
life insurance, page 20. 


City of Faith 
An eloquent editorial on the union between Hartford and life 


insurance. Written by Bruce Barton for the Hartford Times. 
Reprinted by permission. See page 23. 


Crimefighters Category 


Extolling the virtues of life insurance are Senators Kefauver, 
O’Conor and Hill; also Rudolph Halley; Attorney General 
McGrath and Chief G-Man J. Edgar Hoover. Turn to page 24. 


The Accident That Became an Incident 


Irv Davis, associate editor, THe Spectator, tells the story of an 
incident that upset some routine card playing on the 5:15. Inci- 
dentally its page 26. 


Washington Testimonials 


The Price Administrator; Chairman of the Board, Federal Reserve 
Bank; a Supreme Court Justice—among others on page 28. 


Endorsements State-by-State 


Every section of the country is represented among 107 leaders of 
business, government, etc. The 55-page section starts on page 41. 


Departments, Too 
Life Insurance in Action (T. J. V. Cullen), p. 10; Estate Plan- 
ning (Forrest Morton), p. 30; Investments (Ervin L. Hall), 
p. 38; On the Horizon (Leon Gilbert Simon), p. 97; Washington 
Report (Ray M Stroupe), p. 98. Also quotes from the annual 
American Life Convention. 
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GROWTH OF FEDERAL TAXATION 





1919 1940 


SOURCES: Joint Committee on the Economic 
Report; Bureau of the Census 





(Estimated per capita Federal Government rev- 
enues from taxation for selected years in two 
previous war periods and in current emergency) 
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PREPARED BY INSTITUTE OF LIFE INSURANCE 
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Something Ol 


OHN WANAMAKER was the first noted American 

who widely publicized his large life insurance 

holdings. For years, with $1,250,000 of life insurance 
owned, he was the world’s largest patron. 


In 1889 to The Spectator he gave his reasons for 
his purchases. Condensed, he said: “First I am in 
the prime of life and prosperous. I may lose both 
health and money. While I am in this superabundant 
condition, if I may say so, of health and wealth, I am 
taking time by the forelock and in a day of prosperity 
I am preparing for a day of trial whether it be mental, 
physical or financial. 


“Secondly, careful study shows the old line com- 
panies to be sound and well managed. I therefore con- 
sider my investment to be prudent, safe and desirable. 


“My third and final reason is sentimental. Through 
life insurance my estate can continue my purpose in 
life which has been and is to help my fellowman. By 
life insurance I protect my estate and permit it to 
continue my desire to relieve the poor and the needy”. 


10—THE SPECTATOR, November, 195! 





Something _ = 


4b beaee urge for life insurance cannot be said ever to be 
something old nor yet to be something new. It is 
instinctive, deep-seated in the human heart. Protection 
against evil forces is coincident with man. Shelter 
against the elements brought about the use of caves 
and huts. Fear of the greed and wrath of fellowmen 
gave rise to towns and cities. 


So down along the long road of civilization, the 
inspiration to do good and attain peace and security 
has been matching the fear of evil forces and the dread 
of the unforeseen as the motivation for the inventive 
and artistic genius of man. 


Life insurance is the modern armor which man has 
provided and donned to guard the financial future of 
himself and that of his family. It is his hedge against 
a lack of money which the present social order uses 1 
obtain food, shelter and general well being. In essence, 
life insurance is as old as man’s need for protection— 
in form it is as new as the modern way of life. 


Insurance 
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By T.8 V. Callen 


Editor THE SPECTATOR 


In Action 





















[NSREASCENCE, industry and ambition gain for any man the fulfillment 
of his desires. Whether the goal be fortune or fame, public preference 
or private contentment, it can be reached if implemented by these three 
attributes. 

For every crown one must bear a cross, so for every step up the ladder 
there comes an added responsibility. An athlete is to his fellowman a symbol 
of clean living. An artist is enshrined in an aura of beauty and brilliance. 
Of a statesman there is expected high ethical and moral standards. From a 
business leader, whether on the national scene or of the neighborhood, ad- 
vice and example are expected. The methods he pursued, the investments 
he made, and the advantages of which he availed himself are eagerly sought 
by those of lesser stature who similarly aspire. 

For decades, the American economy and the American family have 
been benefited by life insurance. Men who have been successful beyond the 
motivations of avarice have joined with the humble in securing a life insur- 
ance program. These men realize the fickleness of fortune and the un- 
certainty of life. They prepare themselves against an evil day. 

In this Endorsement Number of The Spectator to aid their fellow citi- 
zens in attaining security, outstanding Americans outline their reasons for 
life insurance and counsel all to do the same. They willingly publicize their 
personal affairs that others may benefit. The worth to our civilization of 
thousands of financially secured people who have bought insurance because 
they were influenced by the advice and example of men and women whose 
opinions are here presented, will be a vital force in prolonging the American 
tradition of independence. 


Something , a Something _ = 


speaks with rare eloquence, and, let us hope, with It touches the emotional side of our nature; it 


the prophetic voice: “We baptize the twentieth century 
in the name of Peace, Liberty and Progress. We christen 









her—the People’s Century. We ask of the new century 
religion without superstition, politics without war, sci- 
ence and art without materialism, and wealth without 
misery or wrong!” The new century will be eminently 
the insurance century, and the genius of insurance 
makes for scientific socialism in the grandeur of its 
distributive principle. “Wealth without misery or wrong” 
is truly the ideal goal of insurance, and it is to this high 
task that the rising generation is called in the midst of 
public misunderstanding, political prejudice and official 
corruption. “Hitch your wagon to the star.” 

The new century will doubtless see many improve- 
ments introduced into the practice of insurance generally, 
even in lines which now seem perfect. What its growth 
will be it is impossible to predict, nor does there seem 
to be any appreciable limit to future growth. 

The Spectator, January, 1901 


works quietly upon our sympathies, kindling within 
us a desire of imitation. It addresses itself to the 
heart rather than the reason and is therefore more 
persuasive than argument, for the heart is the main- 
spring of action. 

Argument may convince us that we should be “up 
and doing”. It is the force of example that brings us 
to our feet, and what is more, keeps us there. It is 
for this reason that The Spectator has stressed the 
endorsements of prominent patrons of life insurance 
and strongly recommends their use by the agent. In 
them we have the practical example of men and 
women like ourselves, with responsibilities but frail 
and uncertain of tomorrow, who by life insurance 
conquered most of the dangers of their future finan- 
cial well being. 

At what they aimed we too are bound as indepen- 
dent Americans to aim. What they have achieved, we 
too, may achieve. They have marked a way that leads 
to financial security not alone for themselves but as 
well for those they love. 
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LATE estimate shows that there are 
about 83 million of us here in 
the United States—we, who are policy- 
holders in some 620 life insurance com- 
panies. Since the 1950 census figures 
show more than 150 million people 
living in this country, those of us who 
have a personal interest in the future 
security of family and self represent 
well over half the population. 

There isn’t a more representative 
group than life insurance policyholders 
of America. In the following pages of 
this, THe Spectator Endorsement 
Number, spokesmen for our group— 
from industry, labor, government, the 
professions—give testimonial to the 
great good of life insurance. They re- 
mind us that adequate life insurance 
protection is the wise and dutiful course 
of action for Americans in all walks 
of life. 


A Look at the Record 


Year by year we contiue to build 
our solid wall of protection with the 
savings we place with life insurance 
companies. Acting as our trustees, these 
companies now hold over $243 billion 
dollars, the amount of life insurance 
that we own. When this total is aver- 
aged out, it comes to approximately 
$2,950 for each policyholder. 

From the $243 billion, we paid to 
ourselves as beneficiaries for death 
claims $1,625,726,044 in 1950, an aver- 


age of $1,192 per payment. It is en- 
couraging to note that in 1950, the 
death rate among policyholders was at 
an all-time low and in the space of one 
decade has decreased almost one-fourth. 

Life insurance companies through 
their own medical research facilities 
and by contribution to other medical 
research programs, have played a vital 
role in the lowering of the nation’s mor- 
tality rate. Because of the medical ad- 
vances, a baby born at the present 
time has a life expectancy of about 68 
years. At the turn of the century, life 
expectancy at birth was about 45 years. 


Living Benefits 


In 1950 we paid living benefits of 
$2,614,016,802 or about 57% of the 
total payments to policyholders and 
beneficiaries. Numbered among these 
payments were endowment policies, an- 
nuity income, disability payments, pay- 
ments of policy cash surrender values, 
and dividends to policyholders. There 
we have life insurance working for the 
living. 

Today, more and more people, policy- 
holders and beneficiaries, are accepting 
their policy benefits in income pay- 
ments rather than in lump sums. In 
1950, $530,756,611 was set aside for 
income payments. Optional modes ot 
settlement include life annuities, an- 
nuities for specified periods of time, 








Or an Aver 


We Paid for Taxes. . 


Or an Average of . 


We, the Policyholders 
We Paid to Ourselves as Beneficiaries for Death Claims 


We Paid t> Guvesiven as Living Policyholders 
We Paid Ourselves for Income Payments... . 


We Have for Future Payments to Ourselves as Policyholders............ 





1950 
ee err $1,625,726 ,044 
cea caeeihesdsne sehbe ws $1,192.38 
citvbeledtsunesenavonehhds $2,614,016 ,802 
Spode keen edaene che $530,756 ,611 
a er eee $198 409,625 
$64,019,685 ,532 
cane diinamns cehs $776.00 
feeseckecn ytd ecsbeweeens $4,107,231 ,725 
bu aGaadh ac venen cobencess $242 017,830,526 
ebhate eakeeTiaawanetens 933.55 
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By Joseph M. McCarthy 
Managing Editor 


We The Policyholders 


and benefits left with the company at 
interest. 

The life insurance agent’s planning 
of the life insurance program for the 
individual has been greatly responsible 
for the income use of life insurance 
benefits. Thirty years ago only about 
5% of benefits were set aside as in- 
come payments. Now the agent has 
succeeded in programming the needs 
of the policyholder and many more of 
us are accepting income settlements. 

There are many cases where thie im- 
mediate needs of the beneficiary or 
policyholder are such that a lump sum 
payment becomes necessary. However, 
a number of companies report that over 
half of the benefits paid out are under 
income plans rather than lump sum 
payments. 


More Taxes 


We can’t escape those taxes. Our 
trustees, the lift insurance companies, 
must pay state taxes on premiums; 
federal income and social security 
taxes; real estate taxes as well as 
miscellaneous assessments, licenses and 
fees. All in all, the 1950 tax figure was 
$198,409,625. 

As a guarantee of protection, over 
$64 billion has been set aside for future 
needs, an average of over $776 per 
policyholder. That money is soundly 
invested for the policyholders. Premium 
payments alone are not sufficient to in- 
sure full cost of life insurance pro- 
tection. Therefore the investment pro- 
grams of the life insurance companies 
are a very important phase of their 
operations. 

Our invested money also served an- 


other definite purpose. Many of the 
great American industrial projects, 
housing constructions and farm develop- 


ments are financed by the money that 
we, the policyholders, paid in as pre 
miums on our policies. Earnings on all 
these investments in 1950 totaled over 
$2,100,000,000. 

According to the Institute of Life 
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Insurance and The Spectator Year Book 
assets were distributed in the following 
manner for the year 1950: 





Securities of business and in- 





SS a ere 39.7% 
Mort: oe ee ee eee ee 25.2 7o 
U. S. Government securities ... 21.0% 
All other Government bonds .. 4.1% 
Miscellaneous assets ......... 4.0% 
Re GR og oc cca saranaea 3.8% 
ee eee re ee 2.2% 


Fundamental Concept 


These statistics that we have been 
citing indicate greath growth in life 
insurance but behind it all the funda- 
mental concept remains. Life insurance 
continues to be primarily a human- 
itarian endeavor. For a good many of 
us who form the 83 million, it is the 
only means available whereby we as- 
sure financial protection for loved ones 
in case of our death and it also re- 
mains our most solid form of security 
should we continue beyond our pro- 
ductive years. 

For the wealthy among us, life in- 
surance is a guarantee against the 
treacherous turns of fortune and for the 
man of moderate or little means it is 
the saving grace if the earning power 
were to be cut off. Protection is the 
basic urge that compels us to sub- 
scribe to this principle of life insur- 
ance. We have founded a system that 
organizes a vast multitude seeking 
protection into a unit with over 620 
outlets whose purpose it is to give us 








Chief Media Used 
By U. S. Families to Add to 





Their Savings During 1950 


wy 

Percent of Total Families 

Using Each For the Year's 
Increase in Savings 





29 % 

24% @ 
| . j 1 
increase Payoff Home Debt 
in Liquid in Home improve- Reduc- 








INSTITUTE OF LIFE INSURANCE 





Last year we put more money into 
life insurance than into any other 
form of savings. In these days of high 
living costs and taxes, 72°, of Amer- 
ican families with an average net 
savings of $270 for 1950, placed 
some part of their well-earned sav- 
ings in life insurance. As can be seen 
by the chart, the second most impor- 
tant means of saving was used by 
only 29°%/, of the families. 





individually the closest possible per- 
sonal attention when the need arises. 


Great Cooperative 


We are shareholders in the greatest 


cooperative endeavor of all time. In 
order to attain this pinnacle it was 
necessary for the 83 million of us to 
have an unwavering confidence in 
those to whom we have placed a great 
trust—the officials of our life insurance 
companies. 

Life insurance management is ever 
alert to serve our needs as_ policy- 
holders. They proved their ability in 
the past when the dark days of de- 
pression threatened the economic fibre 
of the nation. The life insurance com- 
panies called upon their reserve 
capital to supplement the essential 
functions of our nation’s credit system 
and by doing so demonstrated their 
adaptability to great emergencies. We 
are indeed part of a durable enter- 
prise. 

Continued gains in life insurance in 
force are reported with each passing 
year. We must remember two impor- 
tant attributes that have contributed 
to the gain. They are strength and 
stability. As we check into the history 
of life insurance we see that those two 
attributes have manifested themselves 
in every way. 

Such a record as the life insurance 
business has built had to be guided by 
sound principles of conduct, topflight 
management, conservative judgment 
and keen overall planning. But be- 
hind it all, the inspiring force that has 
created this sound system is the fellow 
who pays his life insurance premiums— 
the 83 million of us who are purchasing 
our passport to future security. 










; . ° ° = . P “ © John Hancock 
‘+. Investment capital from life insurance companies is working for the policyholders in all of the forty- 
eight states. 
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Harry Truman 
President 


AM now, and I always have been, a 

believer in life insurance. I have 
tried to carry out that belief in prac- 
tice. Besides Government War Risk 
Insurance, which I obtained in the First 
World War, I have policies in several 
old-line companies. 

Even a poor man can build up an 
estate with life insurance. When he does 
create such an estate, he can feel real 
satisfaction in knowing that his family 
is protected if anything happens. 





President Truman—V. P. Barkley 




















Prominent Patrons of Life Insurance 





Alben W. Barkley 


Vice-President 


E all desire security. When Benja- 

min Frarklin helped organize the 
first fire insurane company in 1752, they 
were looking for security, security 
against loss by destructive fire. Every 
fire insurance company in America is 
organized on the basis of security. 
Every life insurance company is based 
upon desire for security. Security from 
wrong, security from the disadvantages 
of dependent old age, security from 
the fact that the time may come—work 
as we may and save as we can—when 
we may not be able to lay aside, either 
for ourselves or for those who are 
dependent upon us. So life insurance 
has become one of the great institu- 
tions, not only of America but of the 
world. 




















Franklin D. Reosevelt 
President (1933-1945) 


HE advantages of life insurance, 

manifest every day in every com- 
munity, cannot be discounted. This 
form of insurance is part of our mod- 
ern life. To carry adequate life insur- 
ance is a moral obligation incumbent 
upon the great majority of citizens. 








Endorsements by Eight Past Presidents 








Herbert C. Hoover 
President (1929-1933) 


NSURANCE offers men and women 

an opportunity to pool the financial 
effects of chance misfortunes, and is also 
a good medium for saving and invest- 
ment. The wide distribution of insur- 
ance in this country is an invaluable 
factor in our daily life and is, I believe, 
one uf the finest results of our national 


development. 


Kok 


Calvin Coolidge 
President (1923-1929) 


HERE is no argument against the 

taking of life insurance. It is estab- 
lished that the protection of one’s fam- 
ily, or those near to him, is the one 
thing most to be desired, and there is 
no medium of protection that is’ better 
than life insurance. Our government 
has given close attention to the insur- 
ance companies, and they are on so 
sure a foundation that it is in substance 
a guaranty method of our people. 
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William H. Taft 


President (1909-1913) 

MAN in office, without means, must 

abandon the hope of making the 
future of his family luxuriously com- 





fortable. All a man can do under exist- 
ing circumstances to safeguard his 
family is to get his life insured. 


A Wp 





Woodrow Wilson 
President (1913-1921) 


F a man does not provide for his 

children, if he does not provide for 
all those dependent upon him, and if 
he has not that vision of conditions to 
come, and that care for the days that 
have not yet dawned, which we sum up 
in the whole idea of thrift and saving 
then he has not opened his eyes to any 
adequate conception of human life. We 
are in this world to provide not only for 
ourselves, but for others, and that is 
the basis of economy. 


Warren G. Harding 
President (1921-1923) 
ERHAPS I shall best express my 
opinion of the value of life insur- 
ance when I tell you that I took out my 
first policy as a youth of nineteen. | 
have found policies a pretty heavy 








burden upon my resources at times, 
especially in my earlier years, but I 
have always found them to be very com- 
forting possessions and, if I had my life 
to live over again, I would seek to take 
more rather than less. 








Theodore Roosevelt 
President 


(1901-1909) 


IFE insurance increases the stability 
of the business world, raises its 





moral tone and puts a premium upon 
those habits of thrift and saving which 
are so essential to the welfare of the 
people as a body. 


Phaetiere Rewsevtele 








Grover Cleveland 
President 
(1885-1889—1893-1897) 
ET a policy, and then hold on to it. 
It means self respect. It means 
















that nobody will have to put something 
in a hat for you or your dependent ones 
if you should be snatched away from 
them. 


“Greve L.- . 































WINSTON S. CHURCHILL 


Prime Minister of Great Britain 


WOULD like to write the word “in- 

sure” over the door of every cottage 
and upon the blotting book of every 
public man, because I am convinced 
that for sacrifices which are inconceiv- 
ably small, families can be secured 
against catastrophies which otherwise 
would smash them up forever. 

It is our duty to arrest the ghastly 
waste, not merely of human happiness, 
but of national health and strength 
which follows when, through the death 
of the breadwinner, the frail boat in 
which the fortunes of the family are 
embarked, founders, and the women and 
children are left to struggle helplessly 
on the dark waters of a friendless world. 


Winston Churchill 
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By Kenilworth H. Mathus 
The Idea Man 


Q. What is a testimonial (endorse- 
ment)? 

A. The New Standard Dictionary 
says: “A written certificate of confi- 
dence and of appreciation; a paper in 
which one person formally testifies to 
the worth, value, acquirements or ser- 
vices of another.” We say: It’s a state- 
ment from a celebrity or an ordinary 
guy like you and me, telling why he 
believes in life insurance, or of the 
benefits he and his receive now or in the 
future (as compared to other methods 
of “financial planning”). 


Q. I’ve been told that use of testi- 
monials in advertising gives a clue as to 
their value in oral selling. But is there 
anything really definite on this? 

A, One exceptionally complete study 
of 2500 ads showed that those using 
“believeable” testimonial techniques re- 
ceived up to half again as much reader- 
ship as other “copy styles” (sales 
talks). 


Q. Some (few) dislike to use testi- 
monials from a reluctance to “capitalize 
on obligation.” 

A. Why, oh why, oh why? You’re not 
ashamed of living up to, and perhaps 
beyond, the letter of the contract? Then 
you must be proud of it! But don’t 
expect John Q. Public to find this out 
for himself. He’s got something else on 
his mind besides your business. It’s up 
to you to tell him, perhaps in the words 
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of others, what he should know, what 
he wants to know. 


Nature and Content 


Q. What kind of people are most in- 
teresting to other people? 

A. Probably (a) those we know (b) 
those who are famous or successful, and 
hence admired. 


Q. What about city people being 
mainly interested in other city people, 
and farmers in farmers? 





Q. How can / use the endorsements 
in this issue of The Spectator? 


A. Oral—quote in your sales talks 
Written—refer to in your let- 
ters 
Printed—show to your pros- 
pects 


Q. How should | select those few 
endorsements here that | want to use? 
Obviously, | can't utilize them all. 


A. Right. You'll doubtless make 
several careful selections from time 
to time, to fit the case at hand. 
Guiding principle: Those that will 
most appeal to your individual pros- 
pect at the moment. Basis of selec- 
tion: Geographic, occupation, sex, 
tenor of the message itself (safety, 
convenience, etc.) 


PIPPPP LPL DLP LPL LILO LPP LOC D ODDO PDD OD. 





The Spectator’s Idea Man Answers 
Some Questions on Endorsements 


A. That used to be true more than it 
is today. Radio, books, telephone, auto, 
etc., all are now narrowing the gap 
between urban-rural interests. 


Q. As far as Home Offices are con- 
cerned, what seems to appeal most to 
them in the subject matter of testi- 
monials ? 

A. Quick claims and prompt settle- 
ments. 


Q. What’s the one greatest testi- 
monial in this business? 

A. Undoubtedly, prompt payment >f 
a death claim. All forms of “service” 
along the way are as nothing compared 
with this. 


Q. Are there cases where a case his- 
tory is better than a testimonial? 

A. Isn’t an actual case history, 
wrapped around a specific individual, 
wonderful testimonial in itself? 


Q. If I deliberately set out to secure 
some testimonials of my own, what gen- 
eral tenor should they take, if possible? 

A. You might let them show what 
adequate life insurance protection 
avoids, such as worry, uncertainty, risk, 
etc., as well as what it brings, such 4s 
clear conscience, peace of mind, sense 
of getting ahead financially, etc. 


Sources 


Q. Is a testimonial from anyone. goo 
for use in life insurance selling’ 
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A. The more you have properly qual- 
ified your prospect, the more you have 
narrowed down the field, as to location, 
position, sex, income, achievement, oc- 
cupation, etc. But the narrower both the 
prospect and endorser fields become, 
just so much more resultful becomes 
the right choice of endorser. 


Q. Is it necessary, or even advisable, 
to have all testimonials come from the 
glamour boys? 

A. By no means. Get yourself some 
from ordinary John Does to sell other 
John Does. 


Q. What's the one very best source 
of company testimonials? 

A. The claim department, naturally. 
And that suggests the desirability of 
close relationship between that and the 
advertising agency department, if these 
powerful motivators are ever to see the 
light of day. 


Q. Is the matter of securing testi- 
monials well organized at present? 

A. Unfortunately, no, in many in- 
stances. A LAA survey last Spring 
showed that more than half of the Home 
Offices replying to a questionnaire on 
this topic had no definite procedure 
operating at all in this important field. 


Q. How about “catastrophe” claims 
as a source of testimonials? 

A. This is a good, even though 
tragic, source of claim-stories-that-im- 
press. For instance, your company or 
agency could publicize the part played 
by your life insurance proceeds to bene- 
ficiaries in cases of “fire, explosion, 
earthquake or flood.” With letters of 
appreciation from the surviving bene- 
ficiaries. 


Q. Can you suggest a semi-automatic 
method for securing testimonials con- 
tinually ? 

A. Yes. Agents can ask for a testi- 
monial (with written release) each 
time a claim check is delivered. 


Presentation and Use 


Q. Why are testimonials so widely 
used in selling? 

A. Probably because people like 
people. Nothing interests one human 
being so much as another of the species. 


Q. What psychology underlies the use 
of testimonials in selling life insurance? 

A. We are all impressed favorably 
by leaders; if we admire them, we'd 
like to be as they are, do as they do. 
Then. we like to follow the herd; if 
millions of people have invested in life 
msurance protection, maybe there’s 
something here for us, too. Also, there’s 
the idea of acceptance and association; 
if life insurance is identified with some- 
one we know or admire, we're apt to 


identify one with the other, and favor- 
ably. 


Q. Where can testimonials be used? 
A. (a) In brief form, on back of 
calling card. (b) In advertisements and 
in direct mail letters. (c) In agency- 


a 
- re-sort 
\ P 


room posters and on agency counter 
cards. (d) As premium and premium- 
receipt enclosures. (e) On_ blotters. 
(f) At bottom of each page of a calen- 
dar or, in the case of a large wall calen- 
dar, in the “blank days” open spaces 
at the beginning and end of each month. 
(g) Mounted in picture frames for wall 
display. (h) On back of envelopes. 
(i) Inserts in the policy jacket. 


Q. Can we 
spread? 

A. Widespread, yes, but not indis- 
criminately. The late Henry Ford’s 
word on mass production carried more 
weight than his views on history; a 
New Dealer’s acts and beliefs wouldn’t 
impress a conservative Republican. Use 
judgment, naturally. 




















use testimonials wide- 


Q. Is the use of testimonials limited 
to selling? 

A. Not necessarily. Conservation and 
recruiting, for instance, can also make 











good use of this force. And both dis- 
play and direct advertising. 


Q. Can you have a testimonial that 
doesn’t say anything, yet does? 

A. Yes. A mere list of prominent 
policyholders (published with permis- 
sion in each case) is an implied testi- 
monial in itself. 


Q. Do testimonials and claim stories 
deserve a place in the annual report? 

A. In my opinion, yes. They’re full 
of human interest—which is more than 
can be said of the report proper—and 
lend themselves readily, for instance, 
to small-type treatment at the bottom of 
every few pages of the report. 


Q. Can visualization be applied? 

A. Yes, particularly through photos 
—of policyholders, beneficiaries, family, 
homes, etc. Have local agent take local 
photographer to scene (with written 
release) and then have the agent sell 
the photographer, too. Or photos of 
the claim check can be used. 


Q. What are some good ways to pre- 
sent a testimonial to a prospect? 

A. Here are a few possibilities: (a) 
Portfolio of actual letters. (b) Midget 
photostats. (c) Giant blowups. (d) 
Cellophane-envelope enclosed. . . . Or 
you might group several in a binder, 
with section tabbed “Ease of Saving,” 
“Prompt Settlement,” etc. On each let- 
ter, underscore in red crayon the key 
sentences. 
































—haghen smith 


"He claims to represent an old-line company" 
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Six U. S. Cabinet Officers Give 


Their Approval of Life Insurance 


Members of the President’s Cabinet—men who direct government 


departments vital to the economy and well-being of our nation— 


deliver significant comments on the many values of life insurance. 


Secretary of the Treasury JOHIN 
W. SNYDER: appointed to post 
in 1946 .. . former director, 
Office War Mobilization and Re- 
conversion . . . born in Jones- 


boro, Ark. 


Epiror, THE SPECTATOR: 

Every day in the year I am brought 
face to face with the need for wise 
saving, both in the offices of the Gov- 
ernment and in the homes of every 
American citizen. Saving has a twofold 
purpose in prosperous times such as 





the country is enjoying today. First, 
it helps hold down inflationary pres- 
sures by cutting down spending at a 
time when spending funds are larger 
than the goods and services which can 
be bought at current prices. Second, 
it enables each of us to make wise 
provision for the future, no matter 
what hazards the future may bring. 
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A plan for regular saving should be 
the first step in the financial program 
of every American family. Life insur- 
ance is one of the fundamental Ameri- 
can institutions which make it possible 
for families in this country to save 
regularly, to save wisely, and to build 
up funds for later use in time of needs. 

John W. Snyder 


Secretary of the Treasury 


Secretary of the Interior OSCAR 
L. CHAPMAN: appointed in 
1949 .. . had been assistant sec- 
retary since 1933... born in 
Omega, Va... . home is now in 


Washington, D. C. 


Epiror, THE Spectator: 


I welcome this 


opportunity to ex- 





press my belief in the value of life 
insurance as a means of protection for 
the individual family and a vital con- 


tributing factor to economic stability 
in the nation. 

We in the Department of the Interior 
are charged with the conservation and 
sound development of the nation’s pre- 
cious reserves of natural resources. We 
are deeply concerned that the United 
States will always have the basic sup- 
plies of fertile land, energy resources 
and raw materials that it needs to as 
sure the continued welfare of our 
people. 

In this effort, we never lose sight of 
the fact that the national welfare de- 
pends fundamentally upon the strength 
and security of the American family. 
We have consistently recognized the 
great contribution that a sound life 
insurance program makes in attaining 
this end. Since life insurance offers a 
prime means for the American family 
to provide for its own security and 
safety, it is a great national asset in 
guaranteeing the prosperity and growth 
of our country. 

Oscar L. Chapman 


Secretary of the Interior 


Secretary of Agriculture 
CHARLES F. BRANNAN: ap- 
pointed to post in 1948 . . . active 
in U. S. Department of Agricul- 
ture since 1935... a native of 
Denver, Colorado. 


Epitor, THE SPECTATOR: 

Security has been a goal of life 
since primitive man first banded to 
gether against his common enemies. It 
has been a motivating force behind 
every civilization. Insurance of vart 
ous types is one of the instruments for 
building security. 

In agriculture, where man’s liveli- 
hood is so wholly dependent on the 








whim 


prog! 
weat! 
crops 
other 
bility 
cause 
ity 1 





Pos 
DO!) 
the 
app 
Der 


hon 


Epi1 
of |; 


year 
rese: 
savil 
pays 
to p: 
whe 


thro 
subs 
few 
clea 


cont 
of 1 





stability 


Interior 
ion and 
n’s pre- 
ses. We 
United 
ic sup- 
sources 
} to as- 
of our 


ight of 
ire de- 
rrength 
family. 
ed the 
id life 
taining 
ffers a 
family 
y and 
set in 
rrowth 


apman 
iterior 


ure 





ap- 
ictive 
ricul- 
re of 


t life 
d to 
os. It 
ehind 
vari- 
's for 





jiveli- 
. the 








whims of the elements, a crop insurance 
program has been devised to help meet 
weather hazards for many of our field 
crops. Farmers also make use of many 
other forms of insurance to lend sta- 
bility to their daily lives. And, be- 
cause they recognize that such stabil- 
ity must be provided for those who 





come after them, they provide against 
their decease or loss of earning power 
with insurance. 

A civilized community cannot help 
but recognize insurance as a keystone 
to security. It has been a boon to our 
people. Each of us daily has need of 
its benefits. 

Charles F. Brannan 
Secretary of Agriculture 


Postmaster General JESSE M. 
DONALDSON: a career man in 
the Post Office Department... 
appointed to the head post in the 
Department in 1947 .. . his 
home is in Washington, D. C. 


Epitor, THE SPECTATOR: 

I have always been a strong advocate 
of life insurance. 

Billions of dollars are spent each 
year at hospitals, sanitariums, medica] 
research centers, etc., in the interest of 
saving lives and prolonging lives. Who 
pays the bills? What steps are taken 
to provide for the living ones left behind 
where lives cannot be saved? 

By personal experience I learned, 
through hindsight, that there is no 
substitute for life insurance. If these 
few words could aid in giving people a 
Clear concept of what life insurance 
means to them, I feel that I would have 
contributed something to the welfare 
of my country. 

Jesse M. Donaldson 
U. S. Postmaster General 











Secretary of Labor MAURICE J. 
TOBIN: appointed to Cabinet 
post in 1948 . . . governor of 
Massachusetts, 194546 .. . 
mayor of Boston, 1938-44. 


Epitor, THE SPECTATOR: 


Man’s and woman’s best friend in the 
investment world is a life insurance 
policy. Payment of the very first an- 
nual premium instantly creates in basis 
an estate worth anywhere from twenty 
to fifty times the amount of the pre- 
mium, scaled according to the age of 









the policyholder; and the protection so 
given to the family of the insured is 
often worth, in turn, several times the 
face amount of the policy. 

Earnest and reliable life insurance 
agents the country over do a great ser- 
vice for their fellowmen and for the 
economic stability of our nation, in lead- 
the greatest possible number of our 
citizens to buy life insurancce policies 
as a supplement to the protection now 
afforded by the Social Security system. 


Maurice J. Tobin 
U. S. Secretary of Labor 
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Preferred Risk Life @ 65 

Preferred Risk Ordinary Life 

Women's Preferred Risk 

Graduated Premium Ordinary Life 
Pension with Insurance 

Term Insurance — All Types 

Level Term Riders 

Family Protection Riders — $10, $15, $20 
Monthly Income Disability Benefit 
Annuities — Annual and Single Premium 
Estate Builder — Juvenile Leader 

Group Life and A & H 

Group Permanent 


Pension and Profit Sharing Trusts 


*Public Acceptance 


The services of our agencies are at your disposal. 
We are ready to assist you with any insurance prob- 


lems you may have, offering you personal and expe- 











rienced counsel. 


GREAT-WEST LIFE 


ASSURANCE COMPANY 
HEAD OFFICE-WINNIPEG.CANADA 


BUSINESS IN FORCE OVER $1,750,000,000 





“THESE HAVE 
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Secretary of Commerce CHARLES 
W. SAWYER: appointed to post 
in 1948 . . . formerly Ambassador 
to Belgium . . . a native of Cin. 
cinnati, Ohio. 


Epitor, THE SPECTATOR: 

One of the outstanding economic 
trends of the past half century is the 
progressive increase of funds invested 
in life insurance. In 1900 the equity 
of American policyholders was less 
than $2 billion. In mid-1948 the 
amount was above $50 billion. The 
significance of these figures is that the 
rate of increase is much higher than 
the rate of population growth and the 





rate of national income growth during 
the period. In addition, the propor- 
tion of life insurance funds to other 
investments also increased. 

The benefits of life insurance are too 
well-known to need enumeration. In 
essence, life insurance is a shining 
example of the democratic principle 
of one for all and all for one. By 
pooling their investments, thousands 
upon thousands of persons provide for 
themselves and their families financial 
security that they would not ordinarily 
be able to win unaided. 

Charles Sawyer 
Secretary of Commerce 


xk *& 


AYMENTS to American fam- 
ilies by their life insurance 
companies totaled $2,689,175,000 
on the first eight months of this 
year, $194,950,000 more than in the 
corresponding period of last year 
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6¢,.OR more than twenty-five years I 
Free been making periodic visits 
to Hartford. I like its people, its 
homes, its public buildings, its high 
sense of civic responsibility, and the 
distinguished quality of its business 
leadership. 

“But most of all I am impressed with 
this fact—that here is the capital city, 
of FAITH. Millions of American men 
send billions of dollars every year to 
this City which they have never seen, to 
men they will never meet; they send 
those dollars on the most important and 
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The Travelers 


sacred mission that money can ever be 
called upon to perform, the protection 
of their women and children born and 
unborn. 

“So ingrained is their faith, it never 
occurs to them to question for one 





narily 


minute the perpetual security of their 
savings. 
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“To them Hartford means sound sleep 
at night and freedom from cancerous 
fears. It means the New England con- 
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Aetna Life 


Hartford—the Capital City of Faith 


science. It means a Faith that for more 
than a hundred years has never been 
betrayed. 

“My father was one of these far-flung 





Connecticut General 


millions. After his death I found, 
wrapped around his insurance policies, 
a series of letters written to my mother. 

“The first was dated in 1886 from 
Robbins, Tennessee, when I was less 
than one year old. He was a circuit- 
rider in those days, traveling on his 
white mare to seven little mountain 
churches. His salary was $800, and 
he had $2,000 insurance. The letter 
counseled Mother how, in case of his 
death, this little fortune should be in- 
vested until I should be old enough to 
help with her support and my own. 

“As each of the other four children 
arrived he bought additional policies 
and wrote a revised and expanded let- 
ter. Until finally he had a total of more 
than $30,000 insurance. 

“When I was fifteen years old he 
took me into his study, shut the door, 
and said: ‘I have kept myself poor all 
my life paying insurance premiums, but 
without them I could not have slept at 
night. I want you to be a believer in 
insurance, as I have been. I propose 
now to take out a $1,000 twenty-year 
endowment policy on you; I shall carry 
it until you graduate from college. Then 
you will carry it, and add to it as fast 
as your income grows. There is no 
better investment, no greater satisfaction 
in all the world.’ 

“Only one thought rises up to dilute 
my pleasure in my visits to Hartford. I 
am reminded unhappily that during 






Last June 21st, Bruce Barton, noted author and lecturer, wrote an inspiring 
guest editorial for The Hartford Times on the City of Hartford and the 
symbol of life insurance behind it. Pictured here are five life insurance 
companies’ home offices in that Connecticut CAPITAL CITY OF FAITH. 


these many years, when the faith of our 
people in their insurance companies has 
grown so steadily, their faith in their 
government has not kept pace. 

“They believe every promise that 
comes out of Hartford; all too many 
have grown cynical about the promises 
that come out of Washington. 

“As the total of policyholders, and 
common stockholders, has increased— 
mirroring a broadening faith in the in- 
tegrity of American business manage- 
ment—the percentage of people who 
vote, and thus reflect a faith in the in- 
tegrity and efficiency of politics and 
politicians, has not grown but alarm- 
ingly diminished. 

“Washington has something to learn 
from Hartford. Perhaps we should have 





Connecticut Mutual 


a better government, and a much 
sounder national life, if every citizen 
who turns his aspiring eyes toward 
Washington were compelled to qualify 
by first living and working a year in 
this beautiful old New England city, 
the capital of FAITH.” 





Phoenix Mutual 
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Those Who Fight the Evils of Crime 
Extoll the Virtues of Life Insurance 


Three Senate crime investigators, their counsel, the 
attorney general, and the director of the Federal 
Bureau of Investigation by their written words add to 
the favorable comment on the merits of life insurance 


Senator ESTES KEFAUVER: U. 
S. Senator from Tennessee . . . 
he is past chairman of the Senate 
Crime Investigating Committee 
. .- he is serving his first term in 
the Senate . . . previously was a 
congressman ... born in Madi- 
sonville, Tenn. 


Epitror, THE SPECTATOR: 


In expressing my approval of life 
insurance as a means of thrift and eco- 
stabilization I would like to 
Benjamin 


nomic 


quote Franklin 


who _re- 





marked that: “A policy of life insur- 
ance is the oldest and safest mode of 
making certain provisions for one’s 
family. It is a strange anomaly that 
men should be careful to insure their 
houses, their ships, their merchandise, 
and yet neglect to insure their lives, 
surely the most important of all to 
their families, and more subject to 
loss.” 

Today life insurance is one of the 
mainstays of the American economy. 
More people than ever before realize 
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the protection and savings that may 
be obtained through this medium. The 
facts speak for themselves. In 1949 
more people bought life insurance and 
more people owned life insurance than 
in any previous year in the history of 
our country. Total life insurance in 
force in 1949 was almost twice the 
amount in force in 1939. Eight out of 
ten families now have some life in- 
surance. In fact, more families own 
life insurance than own their own 
homes, United States Savings Bonds or 
have savings accounts. This is a great 
achievement for a great institution. 
Estes Kefauver 
U. S. Senator, Tennessee 


RUDOLPH HALLEY: New York 


City lawyer . . . counsel for the 





Senate Crime Investigating Com- 
mittee in the Spring of 1951... 
president, City Council, N. Y. C. 


Epitor, THE SPECTATOR: 
Life insurance not only brings se- 


curity against family disaster, it also 
contributes to peace of mind at the 
same time that it encourages thrift and 
the habit of planning for the future. 
The widespread use of life insurance is 
typical of American foresight. 


Rudolph Halley 


“Senator LESTER C. HUNT: U. S. 


Senator from Wyoming ... 
former governor of Wyoming 
. . . Senator Hunt is a registered 
dentist . . . his home is in Wyom.- 
ing. 


ST REE 








i cide 


Epitor, THE SPECTATOR: 

Life insurance has become an inte 
gral part of the American way of life. 
It protects while we save and what we 
save. 

During the present emergency and 
during the reconstruction period ahead 
it will become a great economic stabi- 
lizer and will assist millions of ou 
citizens to face the future unafraid. 


Lester C. Hunt 
U. S. Senator, Wyoming 
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J. EDGAR HOOVER: director, 
Federal Bureau of Investigation, 
Department of Justice since 1924 
.+ + has been with the Depart- 
ment since 1917 ... a native of 
Washington, D. C. 


Epiror, THE SPECTATOR: 

During the past century we have 
witnessed a progressive development of 
life insurance to the point where every 
thinking individual recognizes its bene- 
fits and wants its protection. Today it 
represents family security and solidar- 
ity to millions. Besides providing for 
the exigencies of the future it is signifi- 
cant that life insurance acts as a per- 
sonal stabilizer for our citizens by pro- 
moting thrift and economy. 


J. Edgar Hoover 
Director, F.B.I. 





Attorney General J. HOWARD 
McGRATH: appointed U. S. at- 
torney general in 1949 , . . for- 
merly chairman, Democratic Na- 
tional Committee . . . governor 
of Rhode Island (1940-44) ... 


born in Woonsocket, R. I. 


Eviror, THE SPECTATOR: 


It is, in my opinion, eminently fitting 
that we should pause now and then 
to consider briefly the tremendous im- 
portance of life insurance to our social 
and economic well-being. 

The development of an institution 
through which a man may be assured 
that his plans and hopes for his loved 
ones will despite unforeseen and un- 
toward events be realized, marked an 
epochal step in the long and struggling 
evolution from prehistoric individual- 
ity. It is not too much to assert that 
we as a nation have advanced furthest 
in the march of civilization because 
life insurance plays so important a 
part in our calculations. 

Economically, the huge sums dis- 
bursed annually through the medium 
of life insurance constitute a most im- 
portant contribution to our stability. 

As one who, since childhood, has 
heard glowingly of the blessings of 
life insurance, I am very happy to en- 
dorse it wholeheartedly. 


J. Howard McGrath 


U. S. Attorney General 





























Giving testimony before a Senate committee are (left) J. Howard 
McGrath, U. S. Attorney General and (right) J. Edgar Hoover, 


director, F. B. I. Here, both men endorse life insurance. 





Senator HERBERT R. O’°CONOR: 
U. S. Senator from Maryland... 
chairman, Senate Crime Investi- 
gating Committee . . . former 
governor of Maryland . .. born 
in Baltimore, Md. 


Epitor, THE SPECTATOR: 

It would seem hardly necessary in 
these days, to commend the idea of life 
insurance. Everyone has been so thor- 
oughly educated to its advantages that 








there is little more that can be said in 
its behalf. 

Many of us who remember the finan- 
cial chaos of the years following 1929, 
realize with especial force the stability 
of a life insurance estate, as compared 
to practically every other type of estate. 
I believe that every man and woman 
should try to have all the life insurance 
they can manage to carry. 

Herbert R. O’Conor 
U. S. Senator, Maryland 
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UNNY the way you meet people 
on a train. 


Curt and i had bumped into 
each other in Union Station on the way 
home from the office—he lives a few 
blocks down from us in Fairport . . . 
he’s some sort of public relations man 
in the City Trust. I hadn’t seen too 
much of Curt the past several months 
. . - figured if we could get two seats 
together we'd chew the rag for 45 
minutes. 

We found one of those double, facing 
seats. The car was pretty crowded and 
we were opposite another 5:15-er, so 
there was room for one more, which 
meant I couldn’t stretch my feet out. 
Well, I wouldn’t nap tonight anyway— 
and the time would go fast talking. 

And sure enough, not two minutes 
after the two of us had lit our pipes, 
down the aisle comes a rather portly 
gent who, obviously, was Mr. Gentle- 
man-of-Distinction, at least in his own 
opinion. Obviously too, he was no 
stranger, though I hadn’t noticed him 
before (I must sure knock ’em off on 
that ride!). The train hadn’t started 
yet, and he was coming down the aisle 
nodding to this one and that one: 
“Evening, John.” Or with a suave half- 
wave of the hand, “George . . . Emory.” 
He just about got up to our seat when 
some fellow one chair up the aisle says, 
“Chesterton! Quite a stranger, aren't 
you?” And with that, Gentleman-of- 
Distinction turns to see who owns the 
voice. 

At that minute the 5:15’s engine—as 
is the habit of all the dilapidated en- 
gines on our “Toonerville” railroad— 
gave a starting jerk. Chesterton landed 
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By reason of: 


Discovered—the values of accident insurance 






An Incident 
On the 9:15 


By Irving Davis 


Associate Editor 


with a thud on his opulent bottom-side 
in the middle of the aisle. Well, Curt 
has a kind of distorted sense of humor 
sometimes and this tickled his funny- 
bone. He roared. 

Chesterton sat there glaring. Most 
of the other passengers were sort of 
tittering. Only Curt gave himself to the 
situation wholeheartedly, and he was 
rolling back and forth in his seat, tears 
of silly laughter glistening in his eyes. 
Well, I took hold of Chesterton’s arm 
and pulled him into the seat opposite 
us. He was red as a beet and panting 
with rage. By this time Curt has re- 
covered: 

“Sir,” he said, “I apologize. I know 
I must seem like a damn idiot to you— 
but whenever I see some one take tum- 
ble, I don’t know, but they always look 
so funny.” 

Chesterton was still too stunned to 
say anything. He still stared at Curt 
as if he wanted to take a bite out of 
his ear. “Really, sir,” Curt went on, 
“I’m sorry. I hope you’re not hurt. My 
wife fell down the cellar stairs once, and 
I just stood at the top laughing like a 
fool. Fact is she sprained her. ankle 
and I had to help her around for a 
week.” 

“Well!” finally says Chesterton, “I 
don’t see anything very funny about 
this. I might have been seriously hurt.” 

“Yes, but I hope you’re not, Sir.” 

Chesterton felt gingerly of those 
parts that seemed likely to have suf- 
fered. “Fortunately, not, I think,” says 
he, still considerably ruffled and evi- 
dently ill at ease at the thought that a 
number of his friends had seen him 


sprawled out in the middle of the aisle 
and would “ride” him for months. 

“Well,” says Curt, “I’m glad. Won't 
you accept my hand and forget my be- 
havior. I’m sincerely sorry.” 

“T’ll swear Wilson put a ‘bug’ in that 
damn engineer’s head,” said Chesterton, 
as he half-heartedly took Curt’s hand. 

“Wilson?” asks Curt. 

“That fool insurance agent. Some 
friend, in quotes, referred him to me 
and he’s been pestering me for two 
months. Wants to sell me one of his 
fool sick and accident policies.” 

Apparently Chesterton assumed his 
“politics” and ours were the same—he 
could talk freely. I knew Chesterton 
wasn’t going to get away with this. One 
of Curt’s hobbies was good, sound in- 
surance and plenty of it. Not that he 
“collected” policies just because he 
liked the gilt scroll-work. From dis- 
cussing the bank’s insurance problems 
with the insurance manager, he had 
learned to figure out what he needed 
“scientifically,” as he called it; kept an 
accurate inventory of his furniture, sil- 
ver, books, and so on; took the higher 
limits on his car; bought more life in- 
surance as his salary increased. 

“Well,” he said, “seems to me your 
friend’s friend is doing you a service.” 

“Service, hell.” Chesterton was a vig- 
orously-spoken man. “What do I want 
with accident insurance. I’m not going 
to have any accident.” 

“No?” says Curt. I swear only Curt, 
with his genial smile and easy way 
could get away with it. If the rest of 
the car had heard the conversation. 
that one would have brought down the 
house. 
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Chesterton flushed. “Oh, that .. . 
you don’t call that an ‘accident.’ I mean 
something serious.” 

You could read Curt’s thoughts but 
he didn’t remind him. He skipped it. 
“Well,” he says, “how ‘serious’ is ‘seri- 
ous’, Mr. Chesterton, I think I heard 
your friend say?’ 

“That’s right. What are you, an in- 
surance agent?” 

Curt smiled. “No ... but I have had 
considerable dealing in insurance at the 
bank I’m associated with .. . I think I 
know something of its value. How seri- 
ously would you have to be hurt to 
‘need’ accident insurance, Mr. Ches- 
terton?” 

“I wouldn’t need it.” He was on the 
defensive now. “I’ve been with my firm 
15 years. I’m no top executive (don't 
let these clothes’ deceive you—that’s 
part of the game—appearance, you 
know) but if anything happened to me, 
I'd be paid.” 

“That’s fortunate. How long would 
you say your firm would continue your 
income while you—a—shall we say, 
were not contributing your full measure 
of devotion. . . ?” Curt was not just 
kidding—he was measuring this guy— 
testing his sense of humor—telling him 
in a rather nice sort of way not to take 
himself and his position too seriously. 

But Chesterton was turning out to be 
an alright guy. He wasn’t overestimat- 
ing himself. He just was thinking like 
a lot of other people do: “My firm will 
pay me. . . . Didn’t they pay Susie for 
three months when she had that nervous 
breakdown?” 

“Oh,” says Chesterton, rather com. 


fortably, “three months . . . four 
months.” 
“And after that?” Curt queries, 


squinting at him through the smoke- 
cloud of a newly-lit pipe-full. 

“After that?” shouts Chesterton. 
“You want to make a cripple of me?” 

“I don’t. But those things happen, 
you know.” 

“Bah! If any number of people were 
long-time invalids, the insurance com- 
panies would go out of business. You 
know that.” 

“Are you an insurance company, 
Mr. Chesterton?” A very even tone... 
exasperatingly even tone. Curt should 
have been in insurance. 

“Of course not. What do you mean?” 

“Well, Sir, I don’t have to tell you 
that the only way an insurance com- 
pany can pay those who are unable to 
work for many, many months is by pool- 
ing all the premiums of thousands of 
policyholders who are either unhurt, 
not sick, or whose disabilities are rela- 
tively minor. That, basically; as you 
know, is insurance. Outside of a few 
thousand people with large independent 
incomes, only an insurance company 








has such resources available—only an 
insurance company can afford to take 
the chance, because, the large’ num- 
bers of their policyowners give the law 
of average a change to work. You, of 
course, are not an insurance company.” 

“Humph.” 

“What did you say, Sir?” 

“I said, ‘Ridiculous!’ If a man my 
age hasn’t saved something to take care 
of such emergencies. .. .” 

“You taking that baseball mit home 
to your boy, Mr. Chesterton?” 

“What? Why yes, what of it?” 

“Nothing. It’s your business what you 
do with your money. But it seemed to 
me that maybe you’d be saving a good 
part of your savings to put him through 
college . . . or maybe to help him in 
business . . . 
should ever be seriously ill and need 
expert medical attention. . . .” 

“We-e-ll, if anything so darn drastic 
as you're imagining should happen to 
me why I'd find some way... Td...” 

“Go to some relative, Mr. Chester- 
ton? Charity? No, I don’t think so. 
Well, where? Who? Of course you 
could mortgage your home—and then, 
start paying off all over again what you 
thought maybe five years ago you'd 
never have to worry about again—that 
is, if you could still earn enough money 
to pay it off.” 

“Look here, Mr... . ?” 

“Johnson,” Curt filled in. 

“Look here, Johnson, have you ever 
known anything like that to happen?” 
“Yes, Mr. Chesterton. I know some- 


even, God forbid, if he’ 


one quite intimately who was laid up 
three years.” 

“Three years! What happened?” 

“Oh, he had a broken back—fell 
off a ladder when he was painting his 
house. As it was healing, infection set 
in and they thought he was going to 
die of pneumonia. It turned into in- 
cipient tuberculosis.” 

“His firm paid him a while .. . six 
months, as a matter of fact. But they 
had to get a man to replace him, at 
least temporarily, and that would mean 
two salaries, one for doing nothing. He 
held a fairly responsible position, too. 
So they cut him to half-pay for another 
three months. Then had to stop.” 

“Well, what happened to him?” 

“Well, Mr. Chesterton, this man had 
a small accident and health policy .. . 
only $50 weekly, but it kept skin and 
bones together . . . he dipped a bit into 
savings. In fact, he has no savings any- 
more... . But he finally recovered. The 
thing that really pulled him through— 
beyond a loving, thoughtful wife, was 
his accident and health policy. It gave 
him peace of mind .. . he didn’t have to 
worry about how his family would eat.” 

“What’s he doing now, Johnson?” 

“Mr. Chesterton,” replied my friend, 
as we got up to edge toward the car 
door, “just two weeks ago that fellow 
went back to work—at the bank. And, 
believe you me, Sir, it feels damn good.” 

* * 

You know what I did that night, 
when I got home after I had dinner? 
I called up my insurance agent. 
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"| was wondering, Mr. Damocles, if | couldn't interest you in some 
Accident Insurance?" 
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OSCAR R. EWING: Federal Se- 
curity Administrator . . . for- 
merly member of law firm of 
Hughes, Hubbard & Ewing... 
born in Greensburg Indiana .. . 
home is now in Fieldston, N. Y. 


and a part of one year’s harvest for 
the next year’s planting. 

Life insurance today meets both of 
these purposes. 

But life insurance goes even fur- 
ther than these. It is more than an in- 
vestment for gradual growth and more 
than a gradual saving against future 
need. Life insurance brings peace of 
mind not only for the future, but for 
the present as well. 

I am a firm believer in private life 
insurance, and [ sincerely recommend 
it as a step toward security for every 
family. 

Oscar R. Ewing 


Federal Security Administrator 





Life Insurance Endorsed By 


Officials 


Prominent 


on the 
National 


Scene 


It is imperative so long as the country 
must devote a large share of its output 
to defense. By saving at such a time 
everyone can help to defend the home 
front against the ravages of inflation. 
There are no better ways to save than 
to invest in United States Savings Bonds 
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WILLIAM McCHESNEY MAR- a 

TIN: chairman, Board of Gover- with 

nors, Federal Reserve System... Dichad 

president of the N. Y. Stock Ex- a 

change in 1938 at the age of 32 finan 
Epitor, THE SPECTATOR: ..- home is in Washington, D. C. and in life insurance. By so doing every rect 
Since the beginning of civilization, American family gains protection for and 
Epitor, THE SPECTATOR: itself and for the Nation. Gov. 


people have put aside a part of one 
year’s plenty for a time of scarcity 











Wm. McC. Martin, Jr. 


Saving is a good habit at all times. 
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The distinguished men whose testaments to the values 


of life 


important 


FREDERICK J. LAWTON: direc- 
tor, Bureau of the Budget of the 
U. S. ... former administrative 
assistant to President Truman 
... anative of Washington, D. C. 


Epitor, THE SPECTATOR: 


Others have commented upon the di- 
rect benefits of life insurance to the 
security of the individual and the fam- 
ily. I should like to emphasize two 
important contributions which life in- 
surance makes to the defense effort. 

First, in a defense period where per- 
sonal savings are required to counter- 
act inflationary pressures, a balanced 





and regular program for saving on the 
part of the nation’s income receivers, as 
provided by life insurance, tends to 
contribute to the stability of our econ- 
omy. 

Second, the life insurance company, 
With its increasingly large reserves of 
capital has ,in World War II and the 
current defense period, helped to 
finance the defense effort through di- 
rect investment in defense industries 
and by absorbing large portions of 
Government hond issues. 


F. J. Lawton 


insurance appear on 


contributions to 


these pages are making 


our national endeavors. 


MICHAEL V. DiSALLE: director, 
Price Stabilization . . . mayor of 
Toledo, Ohio (1948-50)... 
born in New York City .. . home 
is now in Toledo. 


Epitor, THE SPECTATOR: 


Those of us engaged in the great 
enterprise of promoting economic sta- 
bilization have a double concern with 
life insurance. 

One of the great purposes of our 
effort to achieve stability is to protect 
the savings of our people, including 
their life insurance policies against 
destructive inflation. The security and 





opportunity which life insurance pro- 
vides are among our most precious 
national assets. Every policyholder and 
insurance company must be active in 
our successful battle against inflation, 
and must be vigilant in assuring its con- 
tinued success. 

On the other hand, a high rate of 
current saving is one of the best ways 
of promoting economic stability in an 
emergency period such as we face to- 
day. Life insurance is one of the great- 
est savings institutions in our economy. 


Michael V. DiSalle 


Supreme Court Justice THOMAS 
C. CLARK: appointed to the U. S. 
Supreme Court in 1949... prior 
to that he was attorney general 
. .- born in Dallas, Texas. 


Epiror, THE SPECTATOR: 


Life insurance has, indeed, been of 
inestimable value to our country and 
its people. 

American life insurance speeds se- 
curity not only for today but for all 
time to come. It is the one way that 
Americans in all walks of life can 
perpetuate their own works into the 
lives of their loved ones. 

Like the home owner, the policy- 
holder walks with his head higher, his 
step lighter and his eyes brighter. He 
wears no worried look for his invest- 
ment bears the test of time—it is his 
proven protection and he knows that 





back home he has a happy family cir- 
cle, happy because they too are pro- 
tected. In the event their bread-winner 
is snatched from them, they will still 
eat. 

For the sake of ourselves and our 
family it is up to each of us to adopt 
a wise life insurance plan. You, too, 
can make life insurance serve you 
with a scientific, carefully planned pro- 
gram of saving and security. 

I am glad we started my life insur- 
ance estate 30 years ago, for it has 
turned out to be the one way we could 
make a substantial legacy certain on 
my death. Most families will find this 
to be the case. For this reason every 
family should, as early in life as pos- 
sible, adopt a life insurance program 
commensurate to its income. 


Tom C. Clark 
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Kstate Planning Possibilities 


FORREST L. MORTON noted analyst and adviser in tax 
and estate planning matters discusses various phases of 
this important branch of advanced life underwriting 


HE life insurance underwriter who 
is not making a determined effort 
toward acquiring a basic knowledge of 
estate planning, including all of the 
phases of advanced underwriting, such 
as business insurance, pensions and 
taxation, is most certainly destined to 
“miss the boat” in this changing world. 
Naturally, in an article of this nature, 
it would be impossible to cover the 
entire subject in a detailed manner. 
The Advanced Underwriting Service 
which is published by The Insurance 
Research and Review Service of In- 
dianapolis, Indiana, takes four large 
loose-leaf binders for this purpose, and 
is, without a doubt, the most valuable 
publication of its kind offered to the life 
insurance underwriter. On the other 
hand, if this article convinces any sub- 
stantial number of field representatives 
to lift their sights and improve their 
opportunities in this direction, then, it 
will have served its purpose. 

Two very effective training courses 
are also available to life underwriters 
—namely, Life Underwriter Training 
Council (LUTC) and Chartered Life 
Underwriters (CLU). Hence, there is 
plenty of opportunity offered for obtain- 
ing the necessary training. Definite ac- 
tion is all that is required. 

May I tell you my own story in a 
brief and personal manner? In doing 
so, I would like to have you feel that it 
is presented with no idea of ego, but 
merely for the purpose of pleading with 
you to make every effort you can in the 
direction of self advancement in your 
chosen field of endeavor. 


A Life Insurance Start 


It was about at the end of World War 
I that I started my attempt to acquire 
an advanced knowledge of the life in- 
surance business—a few years in tax 
editorial work, a few more years in the 
estate and tax field with a leading trust 
company, and the remaining years in 
the insurance field with many agents 
from coast to coast. 

About two years ago, I found it ad- 
visable to settle in a warmer climate 
and selected Florida for my home and 
work. I am now continuing my ad- 
vanced underwriting efforts with life in- 
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surance agents in the Southeastern 
States. 

It might be of interest to you to know 
that when I commenced my work in the 
South, I was advised by a very able 
life insurance executive that, in his 
opinion, I would be kept busy only 
about 25 per cent of my time in this 
work, and I was retained on just such 
a basis. At the present time, after about 
16 months, I have more cases than I 
can possibly handle, and the demand 
for this estate service is growing daily. 
In fact, at this writing, I have 25 pro- 
posals to prepare for that number of 
estate owners. 

I would like to report to you some of 
the discoveries that I have made in 
this work. In over 200 surveys that have 
been handled, approximately 70 per 
cent of the estate owners had no wills, 
and nearly 85 per cent had never heard 
of the “marital deduction” provision of 








the Federal Estate Tax Law, although 
this deduction has been granted for 
three years. Naturally, I am going to 
assume that these percentages are 
higher than would be found in New 
York, Chicago, Boston, Philadelphia, 
San Francisco, Los Angeles, and other 
large centers where more advanced 
estate services are available than in the 
smaller communities. However, I doubt 
very much whether a similar analysis 
around these larger cities would show 
substantially different results. 

If you doubt the foregoing statement, 
try these questions on your clients and 
judge for yourself. 

(1) Do you have a will, and when 
was it last reviewed and revised? 

(2) Have you taken the maximum ad- 
vantage of the “marital deduction” al- 


lowed under the provisions of the Fed- 
eral Estate Tax Law? 

Just keep a record of the answers, 
and figure it out for yourself. 

So, the first point that I would like 
to make is this: 

Do not hesitate to acquire a sound 
basic training in advanced underwrit- 
ing. Not only will you have plenty of 
opportunity to use it profitably, but your 
valuable service will definitely be in 
demand. The field is wide open. 

Before making the effort to acquire 
a sound training in advanced under- 
writing, naturally, you will want to be 
sure that the newly obtained knowledge 
will assist you in increasing your pro- 
duction in a substantial manner. If 
such a result could not be attained, 
then, it would be folly for you to waste 
your time, that you might use more 
effectively in the field. 


Points for Effectiveness 


Here are a few of the points that you 
should learn well in order to make an 
effective showing: 

(1) You should learn exactly how the 
“marital deduction” of the Federal 
Estate Tax Law works—that is, its ef- 
fect on the estate of the first spouse to 
die and its effect on the estate of the 
surviving spouse. It is only by knowing 
this that you will be able to determine 
the cash requirements for estate shrink- 
age purposes— and, as you probably 
know, life insurance is the best medium 
through which these cash requirements 
can be financed. 

(2) You should learn the effect on 
the present estate owner’s tax liability 
in the event the other spouse were to 
die first. This one point has resulted in 
the sale of millions of insurance on the 
life of the other spouse in order to off- 
set the increased tax burden. 

(3) You should learn the many ad- 
vantages to be obtained by the use of 
life insurance for the purpose of follow- 
ing a tax-exempt gift program in favor 
of the younger generation. 

(4) You should learn every phase of 
business insurance—that is, why “key- 
man” insurance is more important to 
the business than other forms of gen- 
eral insurance coverage; why many 
businesses fail at the death of an owner 
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an idea, or the following of an inspira- 
tion. This courageous initiative of in- 


because no “buy-and-sell” plan was 
adopted and financed by liie insurance; 
and the advantages of insured pension 
plans. The tax consequences applica- 
ble to business insurance plans should 
also be thoroughly understood. 

And | could go on and on enumerat- 
ing many more opportunities for the 
sale of life insurance in substantial 
amounts that would open up as you 
obtain a better vision of advanced un- 
derwriting. Furthermore, it has been 
proved beyond any question of doubt 
that such business remains in force 
much more persistently than other types 
of coverage, which will tend to increase 
your renewal commission account. 

My second points would be somewhat 
as follows: 

There are many avenues for increased 
sales through a knowledge of advanced 
underwriting. But, in this regard, I 
might give you the most important key 
to the door of more and better class— 
namely, the knowledge will do you no 
particular good unless you conscien- 
tiously apply it in your field work. In 
other words, after you have received the 
training required to qualify you as an 
advanced underwriter, do not attempt 
to educate your client. Use the knowl- 
edge effectively in making sales. 

I feel sure that some underwriters 
who read this article will get the im- 
pression that the price is too great to 
pay—that is, they may look at the 35 
years that I have spent to get where I 

























am, and | admit that I still have a lot 
to learn. To these underwriters may I 
say the following: 

(1) When I started there were no 
advanced underwriting services or 
courses. I had to acquire my training 











the hard way—hit or miss—and many 
times I missed. Today any underwriter 
can obtain a working knowledge of 
estate planning, business insurance and 
pensions in a couple of years. Of 
course, a long experience is also help- 
ful, but that must, of necessity, come in 
a gradual manner. 

(2) Can you think of any better way 
to be of service to your clients and other 
less fortunate agents? The added com- 
missions you will receive are fine, and 
you will have earned them, but my 
greatest compensation has come over 
the years from knowing that I have 
helped to arraneg an estate property so 
that the owner and his family will re- 
ceive the maximum benefit from it, and 
from helping the other agent to ad- 
vance also. You try it. I am sure you 
will eventually gain in prestige as well 
as financially. 

Certainly, such a course as I have 


PAUL W. BROSMAN: dean, Col- 
lece of Law. Tulane Universitv. 





outlined to you is going to take time 
and effort, and you should not claim to 
be an expert until such time as you 
have fully qualified in the field of ad- 
vanced underwriting. On the other 
hand, this does not mean that you can- 
not start right now doing something 
about it. 

May I suggest that you consider the 
following steps while you are learning: 

(1) If you find a case that is too dif- 
ficult for you to handle without help, 
do not hesitate to solicit the services of 
another underwriter who is qualified. 
It may be necessary for you to share 
your commissions with him, but you 
cannot help but learn something from 
this cooperative effort. It will prob- 
ably be a cheap experience for you. 

(2) Do not fail to contact a trust 
officer, an attorney or accountant who 
is versed in estate matters, to help you 
with your problems. After all, in order 
to formulate a proper estate plan, the 
services of the legal, financial and in- 
surance advisers are all required. Nat- 
urally, you should not attempt to be a 
lawyer, an accountant, or a banker. Be 
yourself. Ask for the assistance of 
other specialists. You will gain in the 
long run. 

So, in conclusion, let me say: 

Acquire a sound basic knowledge of 
advanced underwriting. Use this knowl- 
edge effectively in your selling process. 
Solicit the aid of others in your prog- 
ress to better business. 
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ALVIN C. EURICH: president, 
State University of New York... 
former vice-president and pro- 
fessor at Stanford University. . . 
born in Bay City, Michigan. 


Epitor, THe SPECTATOR: 

Much has been said and written in 
recent years about individual security, 
especially financial and social security. 
Life insurance, through its many plans 
for saving, offers a sound way for a man 
to give his family this security. 

Many times a child has been able to 
go to college because a provident father 
thought about the future and imple- 
mented his hopes by this wise method 






of saving. One always thinks he is able 
to save and build up financial security 
through self-discipline; but human na- 
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Leading Educators Advise A 


ture almost always requires a “dead- 
line” on the schedule. 

Life insurance offers the schedule 
plus the interest rate. This method has 
provided security for millions of citizens 
in our country and has helped to main- 
tain individual reliance in our democ- 
racy. 

Alvin C. Eurich 
President, State University of N. Y. 


J. L. MORRILL: president, Uni- 
versity of Minnesota. 
Epiror, THE SPECTATOR: 

Writing an endorsement of life in- 
surance is something like writing an 
endorsement of fresh air or pure water. 
It is a matter on which all sensible 
people always agree in the affirmative. 

Whether paid at death or an earlier 
maturity, life insurance is a steady and 
mighty reinforcement of the individual 
and collective economic life of Amer- 
ica. Its non-monetary values in pro- 
ducing personal confidence and peace 
of mind are also of a value beyond 
appraisal. 


J. L. Morrill 


RAYMOND WALTERS: presi- 
dent, University of Cincinnati. 
Epitor, THE SPECTATOR: 

Instead of shunning him, we should 
welcome the life insurance agent. He 
is the voice of conscience beneficially 
prodding us to do what our judgment 
tells us is wise. 

Raymond Walters 





Sound Life Insurance Program 


The following endorsements contain the thoughts on life insurance 
principles by presidents of leading universities and the dean of a 
prominent law school. Throughout the nation the philosophy of 
life insurance is becoming an important part of the academic 


training of students in our secondary schools and colleges. 


HAROLD E. STASSEN: presi- 
dent, University of Pennsylvania 
.-. in 1938, at the age of 31 he 
was elected governor of Minne- 
sota... during World War II he 
served on staff of Admiral Halsey 


in South Pacific .. . a native of 
West St. Paul, Minn. 


Epitor, THE SPECTATOR: 


Life insurance has without question 
served as a stimulant to the courage and 
self-reliance of individuals that they 
might set forth on the building and 
developing of their own chosen field of 
activity. 

There can be no question but that 
the security obtained through the insti- 
































tution of insurance has been a factor in 
the decisions of countless men to take 
a chance in courageous development of 
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an idea, or the following of an inspira- 
tion. This courageous initiative of in- 
dividual men and women, multiplied 
throughout the nation, is the very life 
blood of the stream of progress. 
Harold E. Stassen 


DANIEL L. MARSH: president, 
Boston University. 
Epiror, THE SPECTATOR: 

I am glad to say that I am a thorough 
believer in life insurance. It is directly 
conducive to thrift and indirectly con- 
ducive to industry. It is one of the most 
unselfish forms of investment. 

Its primary objective is the interest 
of loved ones—a widow and orphan in 
the time of bereavement and bewilder- 
ment. 

Through endowment it also makes 
possible a sense of security for ene’s 
vwn old age. I thoroughly believe in 
life insurance. 


Daniel L. Marsh 


PAUL W. BROSMAN: dean, Col- 
lege of Law, Tulane University, 


(New Orleans) since 1937. 


Epitor, THE SPECTATOR: 
The savings and retirement scheme 


under which I have been working since 
early manhood is based almost solely 














on insurance and annuity principles. In 
this way I have been able to provide 
security for my family as I have gone 
along, and there is every assurance that 
I shall have the means of retirement in 
reasonable comfort at the end of the 
road. 

Paul Brosman 


DR. SAMUEL N. STEVENS: 
president, Grinnell College 
(Iowa). 


Epiror, THE SPECTATOR: 

Life insurance is one of the great 
social institutions of modern society. 
It is a means by which the individual 
worker, following the traditional phil- 
osophy of individual initiative and 
enterprise can acquire an estate and 
give protection to his family, at the 
same time creating for himself social 
stability for the end of his life. 

I look upon the purchase of life in- 
surance as a privilege, and I consider 
the institution of life insurance as one 
of the great bulwarks against social 
deterioration and decay. 


Dr. Samuel N. Stevens 
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CARL R. WOODWARD: presi- 
dent, Rhode Island State College. 


Epritor, THE SPECTATOR: 


Life insurance makes it possible for 
a person to combine the practice of 
the old-fashioned virtue of thrift with 
the modern philosophy of social secur- 
ity in the true American tradition of 
free individual enterprise. 

The tangible benefits from this sys- 
tem of savings plus protection are 
great, but the intangible returns may 
be even greater. 

The sense of security, with freedom 
from worry about the welfare of one’s 
dependents, engenders a degree of self- 
confidence and cheerfulness of outlook 
that may spell the difference between 
a happy and an unhappy home life, or 
between professional success and fail- 
ure. 


Multiply one’s personal experience by 
millions, and we can see why life in- 
surance has become a mighty force in 
the economic and social progress of the 
nation. 


Carl R. Woodward 


€ 
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HARRY C. BYRD: has served as 
president of the University of 
Maryland since 1936 . . . associ- 
ated with University since 1912 
... a native of Crisfield, Md. 


Epitor, THE SPECTATOR: 


Man owes a duty, in the event of his 
death or disability, to create as large 
an estate as possible for the support of 





his dependents. The best and most 
economical way for the average man to 
create such as estate is through life 
insurance. Therefore, to carry life in- 
surance is a primary definite obligation 
to every man who has dependents. 


Harry C. Byrd 
President, U. of Maryland 





DEANE W. MALOTT: recently 
named president, Cornell Uni- 
versity . .. former president, 
University of Kansas. . . a native 
of Abilene, Kansas. 


Epitor, THE SPECTATOR: 

The history of civilization is in all 
sorts of ways the history of man’s slow 
climb toward security—security from 
personal hazards, economic security for 
himself and family, and freedom of 
action and thought. 

Insurance has been a mechanism of 
modern life profoundly important in the 
realm of economic security. Even in 
times of great instability, it is an anchor- 
ing rock for millions of our people. 


Deane VW. Malott 
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“It’s not fair to say I haven't! Everybody has fathers— 
‘specially me! Daddy may not be here . . . but he takes just 
as good care of me as yours does. Maybe better! My Mother 
told me so. She says all fathers try to take care of their chil- 
dren when they’re here. But it takes a pretty special kind to 
look after you . . . even when he’s called away. She says my 
father planned and planned .. . and gave up things, too 


. .. because he loved us more than lots of dads.” in 
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Helping a father to guarantee 
his child a sense of security is 
just one of the deeply satisfying 
jobs of the life insurance sales- 
man... job which earns him 
the respect of all he contacts. 
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How Much Life Insurance Do You Have? 


Carol M. Shanks, president of the Prudential Insurance Company 


of America, warned at a recent meeting of the American Life 


Convention that many of the 83 million policyholders of this country 
now have less life insurance than they had in 1940 as a result of 


inflation. You need more insurance now to provide you with the 


protection you need. And for advice on what protection you need, 
read what John G. Parker, president of the Imperial Life of Canada, 


has to say about the services of your life underwriter. 


URING the 40’s, the total assets of 
all U. S. legal reserve companies 
more than doubled, increasing $33 bil- 
lion—from about $31 billion in 1940 to 
approximately $64 billion at the end of 
1950. Translated into 1940 dollars, how- 
ever, the $64 billion of assets represents 
a gain in purchasing power over the 
1940 level of only $5 billion. 
At the end of 1950, with about 83 
million policyholders, company assets, 
measured in 1940 year-end dollars, 





were equivalent to only $434 per policy- 
holder—$50 less for every policyholder 
covered. While this is not an alarming 
situation, the fact is that policyholders, 
in spite of the great amount of new cov- 
erage written, have on the average less 
protection, measured in purchasing 
power, than they had 10 years ago. 

The trouble, of course, is not with life 
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insurance as such. More than ever, life 
insurance is a unique and pre-eminent 
necessity for 99 families out of a hun- 
dred. Only with life insurance can the 
family be protected against the untimely 
loss of the breadwinner. In an inflation 
period, such as we have today, and have 
had for many years, more insurance is 
needed and more vitally needed than 
ever before. The trouble lies with the 
sinking value of the dollar, against 
which no device is a full protection, and 
from which there is no haven. 


Carol M. Shanks, President, 
Prudential Insurance Co. of America 


VERY important part of the ser- 

vice of the life underwriter arises 
from the complexity of our laws govern- 
ing all types of business—laws govern- 
ing income taxes, estate and gift taxes 
and the laws governing life insurance 
itself. 

He must have full knowledge of these 
to give sound and proper advice to 
clients in arranging their estates and im 
applying life insurance as a solution to 
varying business situations. The di- 
versity of income and annuity settle- 
ments offers another broad field of ser- 
vice requiring expert knowledge in 
many related matters in regard to the 
settlement of estates. The life under- 
writer with this knowledge and giving 
such service is in a very true sense a 
professional man. 


John G. Parker, president, Imperial 
Life Assurance Co. of Canada 


ODAY, we face our responsibilities 
in a world challenged by rival phil- 
osophies and economics built on the 
shifting sands of potential strife. But 
we face them with confidence that the 
system which has provided a framework 
for our way of life will provide the 
means of solving our problems as they 
arise. 
In our business we have learned 
much in recent years. We have sur- 
mounted many obstacles. Difficult ques- 





tions have found their answers in the 

light of discussion. Our organization, 

in dealing with the institution of in- 

surance, has done so with confidence 

bred of experience. 

Frank Sullivan, president, National As- 
sociation of Insurance Commission- 
ers, insurance commission of Kansas 
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AS surely as I believe the life insur- 
ance policyholder is entitled to be 
called “Good Citizen,” I also believe he 
is giving serious thought to the plans 
and actions of those responsible to him 
in important matters of everyday life. 

First, I would say he is giving, and 
rightfully so, more consideration to his 
government. He is conscious of the 
ever-increasing tax burden upon his 
shoulders; he knows that he and every 
man, woman and child in the United 
States paid last year to Federal, State 
and local Governments an average of 
$360, a figure that has doubled in the 
short space of eight years. 

We can be sure that the policyholder 
is willing to pay his full share of the 


cost of defense; just as he did in the 
two World Wars, he accepts the stag- 
gering financial demands of building 
and maintaining our defense forces. 
He asks only these sums be wisely 
spent. He knows the complexities of 
government by agencies; he feels he is 
justified in expecting better manage- 
ment in the administration of these 
agencies. He questions the many waste- 
ful practices which surround him daily; 
he wants them eliminated and espe- 
cially when he and all others are pay- 
ing the stupendous costs of arming for 
defense. 
Cecil Woods, president, Volunteer State 
Life; past president, American Life 
Convention. 





T the end of 1900 there were only 77 
legal reserve companies in the 
United States, and 48 per cent of the 
total were located in New England and 
the Middle Atlantic States. By 1905, 
when the American Life Convention was 
organized, this number had grown to 
132; and every year until 1913 there 
were increases in the number of legal 
reserve life insurance companies which 
brought the total to 270. Then there was 
a decline in number to 246 in 1918, but 
then a vigorous resurgence which lasted 
for many years. These companies, no 
matter what their size, required good 
executive management. Broadly trained 
executives in large numbers were not to 





be found for the rapidly increasing 
number of companies. 

They had to be developed generally 
within the companies. In fact, business 
generally had not adopted the concept 
of executive training and schools for the 
purpose which exist today. The Ameri- 
can Life Convention furnished a me- 
dium through which the formation of 
friendships among those new life insur- 
ance executives, the discussion of com- 
mon problems and the exchange of 
ideas aided immeasurably in the devel- 
opment of executive talent. The men of 
this group have given a most commend- 
able account of their stewardship. 

Charles G. Taylor, Jr. 
President, Metropolitan Life 








E are responsible to the purchas- 

ers of life insurance te do every- 
thing in our power to preserve the pur- 
chasing power of every dollar of life 
insurance proceeds. Long before the 
Korean incident, the life insurance busi- 
ness was very aggressive in pointing 
out to the public the dangers of infla- 
tion and means of curbing it. 

The life insurance business has been 
one of the leading exponents of the 
principle that inflation is largely a mat- 
ter of the expansion of credit. The 
American Life Convention and the Life 
Insurance Association of America have 
done more than merely render lip ser- 
vice to this program to curb inflation. 
The two organizations prepared and 
presented to Congress a well-defined 
statement as to the causes of inflation 
and some of the suggested remedies. 


Robert L. Hogg, executive vice-presi- 
dent, American Life Convention. 


EN rules of life insurance offered 

by Charles J. Zimmerman, manag- 
ing director, Life Insurance Agency 
Management Association: 

1. Life insurance has to be kept in- 
violate. Our business is one of trustee- 
ship. In the public interest, we cannot 
afford to condone any questionable 
practices by anyone. 

2. Life insurance must be kept com- 
petitive with other forms of savings 
and with other forms of insurance. 

3. Life insurance must serve the en- 
tire market. 

4. It must be responsive to public 
needs and desires. We must give the 
public the kind of coverage it wants 
and the method of premium payment it 
wants. 

5. We must be imaginative in devel- 
oping present uses and originating new 
uses for life insurance. 

6. We must constantly study and im- 
prove our distribution system. 

7. Life insurance must capitalize on 
its strengths, such as wide ownership 
of insurance; the four million dollars 
in benefit payments going out in 1951; 
the public benefits accruing from life 
insurance investments in such things 
as home mortgages, business and hous- 
ing developments; and in the prompt 
and equitable payment of accident and 
sickness claims by life companies. 

8. We must keep the public informed 
on the importance of life insurance in 
our economic and social structure. 

9. We must stand for those things 
which are right and oppose vigorously . 
those things which are wrong. 

10. We must constantly improve the 
character and quality of our agency 
forces. 

Charles J]. Zimmerman 
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By ERVIN L. HALL 


Partner, Davis and Hall Investment Management 


investments 


LIFE INSURANCE... AN 
INVESTMENT PROGRAM CORNERSTONE 


OMEONE once said it is easier to 

sell a “gold brick” than pure gold. 
That statement unfortunately is still 
true, as many present day “Barnums” 
will testify. Even more unfortunate is 
the effort needed to convince people of 
the essential worth and corner-stone 
position that life insurance bears to 
any investment program. Maybe life 
insurance has never been presented to 
you as part of an investment program, 
merely as something you should buy 
as a protection for the future. Let’s 
look at the problem in a more con- 
structive and broader sense. 

Your basic reason for planning ahead 
is to provide for the future of yourself 
and your family. As you progress you 
expect to save, and those savings you 
want to work for you. There is only 
one kind of saving that not only works 
for you but, if the unexpected happens, 
protects you as well—life insurance. 
Savings Bonds in time, if purchased 
regularly, will build and eventually sup- 
ply a regular income. Good securities, 
of progressive American companies, will 
supply a steady income and in time 
grow with the economy. An investment 
in a business of your own, when prop- 
erly managed, will grow with you and 
in time provide a firm foundation for 
your children. All these vehicles, if 
backed by sound judgment and good 
management, will carry you safely 
through your later years and all of them 
together spell out a successful invest- 
ment program. 


Estate Created 


The real kicker that life insurance 
has over other forms of investment, is 
that life insurance creates an estate 
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instantly in case the unexpected hap- 
pens and your business, your Savings 
Bonds and your securities have not had 
enough time to provide the full measure 
of value to your estate. That is why 
we consider life insuruance as the cor- 
ner-stone of any estate plan. 

Life insurance is no more perfect 
than other types of saving, but it does 
fill the gap that no other investment 
can do. Inflation may* undermine the 
purchasing power of the dollars paid 
out at some future date, but dollars 
there will be when most needed. Your 
business and your securities may make 
up the dollar loss in purchasing power 
of the insurance dollar in such a pe- 
riod but, regardless of this offsetting 
factor, the estate creating factor is 
paramount. 


A Sound Base 


Don’t let anyone sell you on giving 
up your life insurance or borrowing 
heavily against the policy, on the bogy 
of inflation or any “gold brick” idea. 
Every sound investment program must 
have a sound base on which to build. 
That base should be life insurance, and 
after that the frame work and finishing 
touches can be gradually added to con- 
vert your dream to reality. 

An old motto, “Do nothing to excess,” 
is a sound principle to follow, and if 
you follow it there will be no tempta- 
tion to overbuy life insurance; or put 
all your resources in your business; or 
borrow to buy securities; or even to 
help dear old Uncle Sam sell his Sav- 
ings Bonds. Security is not built in a 


_ day, but it needs a sound start and that 


little extra in starting is life insurance. 





For a number of years now, 
The Spectator Endorsement 
Number has given prominence to 
an annual statement on life in- 
surance received from Holgar J. 
Johnson, president, Institute of 
Life Insurance. 

The Institute is now conduct- 
ing an advertising campaign in 
the nation’s newspapers which 
shows the contribution made by 
the licyholder to America’s 
social and economic well-being 
through life insurance. 


Epitror, THE SPECTATOR: 
VER and above the economic ser- 
vices of life insurance to the 
family, the community and the nation, 
this great enterprise in which four out 
of five of the nation’s families are ac- 
tive participants, holds incalculable 
values for the social well-being and 
progress of America. 
Through the ownership of life insur- 
ance, the individual gains in self-reli- 
ance and initiative and in his apprecia- 





tion of the value of thrift. Beyond that, 
he experiences a heightened sense of 
responsibility to his family, and his 
family, in turn, benefits from an in- 
creased sense of security and “belong- 
ing.” 

Society gains from the strengthened 
character of the individuals of which it 
is comprised. And out of the economic 
functioning of life insurance stems in- 
creased stability for community living, 
broader work opportunities, a diminu- 
tion of the financial insecurity on which 
crime breeds, and encouragement and 
wider use of educational facilities. 

Life insurance tends to stimulate and 
nurture the basic values and processes 
by which our country and our people 
have grown great. 

Holgar J. Johnson, President, 
Institute of Life Insurance 
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THESE SUCCESSFUL MEN AGREE 


"Mutual Life Training Leads to Success” 


JACK A. LeCUYER, class of January '49, Greeley, Colorado: 


“The three-year training program and the post-graduate course gives the 
newcomer self-confidence, the old timer new ammunition.” 





HARRY K. GUTMANN, C.L.U. New York City, says: 
‘Mutual Life training graduated me permanently into life insurance counselling 
on higher levels.” 





KENNETH F. EVANS, Newark, New Jersey: 


“Thanks to Mutual Life’s continuing training program, | made a successful 
switch to life insurance, even after 20 years in an entirely different business.” 





Mautual Life’s training program covers a 3-year period starting the day the new 
Field Underwriter joins the Company and paralleling his actual work in field 
underwriting. Regular classroom sessions, written examinations, and supervised 
study and field work give each new man a professional grasp of family financial 
problems, business problems, taxation, and an understanding of practical psychol- 


ogy. Mutual Life Field Underwriters are thus equipped for success. 


> THE MUTUAL LIFE 
INSURANCE COMPANY of NEW YORK rs 


1740 BROADWAY AT 5SSTH STREET «* NEW YORK 19, N.Y. 
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More about 


"The Man 


Everybody knows 


| tae mig knows his own Life Insurance Agent, but 
perhaps you’ve never thought that when you need 
his advice, a number of specialists are at your service. 


First, of course, there is the Agent himself. He is an 
insurance specialist, intensively trained to handle a 
highly complex job with competence. 


Sometimes, however, planning a sound Life insurance 
program for an individual is a complicated matter that 
is more than a “‘one-man job.” At these times, it is help- 
fu! to be able to call on other specialists. 


Take Metropolitan as an illustration. The Agent turns 
first to his District Manager who is experienced in all 
aspects of Life insurance. If the District Manager be- 
lieves that further advice is needed, then the broad ex- 
perience of Home Office consultants can be utilized. 


Specialists in particular phases of insurance, groups of 
specialists, even entire departments of the Company, 
may be called on to cooperate in solving the problem. 
For instance, your Agent may seek the advice of actu- 
aries, investment officers, lawyers, or statisticians. 


This is as it should be, for there are many important 
factors to be considered when planning any program for 
your future security. 


For example, which of the many forms of optional set- 
tlement will be best for the family? What about taxes? 
How may changing inheritance and income taxes affect 
selection of insurance and the method of settlement? 
What State and Federal laws covering payments to 
beneficiaries should be considered? How can Life insur- 
ance be best tied in with your social security? 


Yes, there are many problems involved in selecting 
the right kinds and amounts of Life insurance. The 
chances are your own Agent will know the answers to 
most, if not all of them. When he does not, though, it is 
possible for him to reach out in many directions for help 
in solving your problems. 
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Adams, Sherman, governor of New Hampshire........ p. 46 
Anderson, Sigurd, governor of South Dakota.......... p- 75 
Baker, Hollis B., president, Baker Furniture Co....... p. 62 
Barton, Bruce, author, lecturer...................... p. 48 
Bonner, John W., governor of Montana.............. p. 91 
Bowles, Chester, ambassador to India................ p. 45 
Braniff, Thomas E., president, Braniff Airways....... p. 74 
Bricker, John W., U. S. senator from Ohio............ p. 62 


Bridges, H. Styles, U. S. senator from New Hampshire. p. 42 
Brundage, Avery, president, U. S. Olympic Committee. . p. 64 


Byrd, Harry F., U. S. senator from Virginia........... p. 82 
Butler, Hugh A., U. S. senator from Nebraska........ p. 67 
Cain, Harry P., U. S. senator from Washington... .... .p. 96 
Caldwell, Robert B., 

chairman, Kansas City Federal Reserve Bank...... p. 74 
Carvel, Elbert N., governor of Delaware.............. p. 76 
Cocke, Erle, Jr., past commander, American Legion. .. . p. 78 
Conover, Harry, model agency head.................. p. 57 
Cordiner, Ralph J., president, General Electric Co... .. p. 48 
DeMott, R. H., president, SKF Industries............ p. 48 
Dever, Paul A., governor of Massachusetts........... p. 41 
Dewey, Thomas E., governor of New York........... p. 49 
Duff, James H., U. S. senator from Pennsylvania... .. . p. 54 
Dworshak, Henry C., U. S. senator from Idaho........ p. 93 
Farley, James A., chairman of the board, 

Coca-Cola Export Corporation................... p. 55 
Ferguson, Homer, U. S. senator from Michigan..... p. 66 
Fine, John S., governor of Pennsylvania............. p. 52 


Folsom, Marion B., treasuruer & director, 


Eastman Kodak Co.. WT 2 Ie eee ere p. 53 
Frear, J. Allen, U. S. senator from Delaware...... p. 84 
Friendly, Edwin S., vice-president, 

N. ¥. Weebl Telegrams @ Gam. ........ccccccccess p. 56 
Frye, Jack, chairman of the board, 

General Aniline & Film Corp..................... p. 52 


Gambling, John B., radio personality, WOR Mutual. . p. 56 
Green, William, president, 


American Federation of Labor................... p. 58 
Healy, George W., vice-president, 

Times-Picayune Publishing Co................... p. 86 
Hill, Lister, U. S. senator from Alabama............. p. 86 
Holland, Spessard L., U. S. senator from Florida...... p. 79 


Hoey, Clyde R., U. S. senator from North Carolina... .p. 78 
Humphrey, Hubert H., Jr., 


U. S. senator from Minnesota.................... p. 72 
Impelliteri, Vincent R., mayor of New York City. ..... p. 53 
Ives, Irving M., U. S. senator from New York........p.55 
Jennings, B. Brewster, president, 

Socony-Vacuum Oil Co. RE PEO ee ene p. 60 
Johnson, Edwin C., U. S. senator from Colorado. .....p. 93 
Johnston, Eric A., president, 

Motion Picture Association of America.......... p. 94 
Johnston, Olin D., U. S. senator from South Carolina. . p. 84 
Kerr, Robert S., U. S. senator from Oklahoma....... p. 88 
Kilgore, Harley M., U. S. senator from West Virginia. . p. 82 
Kohler, Walter J., governor of Wisconsin........... p. 66 
Landon, Alfred M., 

Republican presidential candidate (1936)......... p. 70 
Lausche, Frank J., governor of Ohio............... p. 68 


Lee, J. Bracken, governor of Utah... p 
Lehman, Herbert H., U. S. senator from New York. .p. 61 
Lodge, Henry Cabot, Jr.. 


U. S. senator from Massachusetts................ p. 42 
Lodge, John D., governor of Connecticut.............p.41 
Long, Earl K., governor of Louisiana............... p. 88 


index to endorsements 
state-by-state 









McCaffrey, John L., president, 


International Harvester Corp....................+- p. 68 
McCarran, Pat, U. S. senator from Nevada............ p. 91 
McKay, Douglas, governor of Oregon................. p. 96 
McKeldin, Theodore R., governor of Maryland.......p. 76 
McMahon, Brien, U. S. senator from Connecticut..... . p. 47 
McMath, Sidney S., governor of Arkansas........... p. 88 
ne eer reer p. 60 
Marshall, George C., general of the army, etc......... p. 84 


Martin, Edward, U. S. senator from Pennsylvania... .p. 48 
Maybank, Burnet R., 


U. S. senator from South Carolina................ p. 81 
Mead, James M., member, Federal Trade Commission. . p. 54 
Mechem, Edwin L., governor of New Mexico.......... p- 93 
Morgan, Thomas A., 

chairman of the beard, The Sperry Corp.. ...p. 48 


Mundt, Karl E., U. S. senator from South Dakota. ..p. 74 
Murphy, Francis S., publisher, The Hartford Times. .p. 44 
Neely, Matthew M., U. S. senator from West Virginia. . p. 81 
Nixon, Richard M., U. S. senator from California...... p. 94 
Pastore, John O., U. S. senator from Rhode Island... . p. 44 


Patteson, Okey L., governor of West Virginia........ p. 81 
Payne, Frederick Co., governor of Maine............ p. 42 
Pearson, C. C., president, Glenn L. Martin Co........ p. 76 
Pelz, Edward J., personnel director, 

ee FB | ye ere p. 56 
Peterson, Val, governor of Nebraska................. p. 70 
Putnam, Claude A., president, Markem Machine Co... p. 42 
Resor, Stanley, president, J. Walter Thompson Co.... . p. 61 
Rickenbacker, Capt. E. V., 

president, Eastern Airlines....................... p. 58 
Roberts, Dennis J., governor of Rhode Island........ p. 41 
Robertson, A. Willis, U. S. senator from Virginia...... p. 84 
Roosevelt, Eleanor, U. S. delegate to the UN......... p. 58 
Ruffin, William H., president, 

National. Association of Manufacturers............. p. 84 
Russel, Richard B., U. S. senator from Georgia........ p. 84 
Saltonstall, Leverett, U. S. senator from Massachusetts. p. 41 
Scott, W. Kerr, governor of North Caroline.......... p. 84 
Shivers, Allan, governor of Texas.................... p. 80 
Smith, Dr. Austin E., editor, 

Journal of the American Medical Association..... . p. 62 
Smith, Forrest, governor of Missouri................. p. 70 


Smith, Margaret Chase, U. S. senator from Maine... .p. 42 
Smith, Willis, U. S. senator from North Carolina... .p. 84 


Sparkman, John J., U. S. senator from Alabama...... p. 86 
Stevenson, Adlai E., governor of Illinois...... oaks p. 64 
Sullivan, Mark R., president, 

Pacific Telephone & Telegraph Co................. p. 96 
Taft, Robert A., U. S. senator from Ohio............. p. 62 
Talmadge, Herman E., governor of Georgia........... p. 79 
Thornton, Dan, governor of Colorado............... p. 92 
Thye, Edward J., U. S. senator from Minnesota...... p. 72 
Tobin, Daniel J., labor official......................p.52 
Trammell, Niles, chairman of the board, 

National Broadcasting Company.................. p. 56 
Trippe, Juan E., president, Pan American Airways... .p. 48 
Waring, Fred M., orchestra leader.................. p. 52 
Warren, Earl, governor of California................. p. 94 
Warren, Fuller, governor of Florida................. p. 76 


Wiley, Alexander, U. S. senator from Wisconsin. .....p. 62 
Willis, Paul S., president, 

Grocery Manufacturers Association................ p. 54 
Youngdahl, Luther W., governor of Minnesota....... p. 70 
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Massachusetts — Rhode Island — 


CLAUDE A. PUTNAM: immedi- 
ate past president, National As- 
sociation of Manufacturers .. . 
president, Markem Machine Co., 
Keene, New Hampshire .. . born 
in Exeter, N. H. 


Epitor, THE SPECTATOR: 

In my humble opinion, life insurance 
is one of the best if not the best of 
man’s “anchors to windward.” 

I recall very vividly taking out my 
first life insurance policy soon after I 
reached the age of 21 years. Over the 


intervening years until now I have peri- 
odically increased the amount of my life 
policy, 


insurance frequently in the 





earlier years straining my every finan- 
cial resource to its limit in order to 
achieve the added protection. 

In recent years, my life insurance has 
been a substantial protection for the 
various corporate structures in which I 
am interested and I have, on many oc- 
casions, used my own insurance experi- 
ence to advise younger men on the 
course they should follow in providing 
for their family or business futures 
against unforeseeable troubles. 

Claude A. Putnam 


Senator H. STYLES BRIDGES: 
has represented New Hampshire 
in the U. S. Senate since 1937... 
prior to that served a term as 
governor of that state .. . born 
in West Pembroke, Me. . . . now 
makes home in Concord, N. H. 


Epitor, THe SPECTATOR: 


It is my conviction that life insurance 
is one of the greatest social and eco- 
nomic influences in our everyday life, 
and being available in some form to 


42—THE SPECTATOR, November, 195! 





new england states 


Maine — New Hampshire — Vermont 


Connecticut 


everybody in America, it is the most 

practical guarantee of the future wel- 

fare and happiness of the children of 
America. 

H. Styles Bridges 

U. S. Senator, New Hampshire 





Maine 


Per capita life ins. written, 1950, $156.20 
Per capita prem. paid during 1950, oen.0s 
Per capita A. & H. prems. written, $8.34 
Per capita A. & H. losses paid, $6.21 
Per capita income during 1950, $1,161 
Percentage paid for life ins., 1950, 3.0% 
Percentage paid for A. & H. ins., 5% 
Per capita life ins. in force, $1,221.74 
Rank—as to per capita in force, 28 

Per capita death losses, 1950, $12.34 
Total State taxes per capita, 1950, $45.95 


Increase in Ord. 
Life Production 


Increase in 
State Income 


TOP ecssccces == 26% sce devccces 3.1% 
Se OS BS ececccvooes 52.2 
a, BP deseceeese 2 
es bccceeces 5.9 ssccccccee 4.9 
are “TF srrecsevos 4.3 
| Se CH = swcccseece 5.6 





Senator MARGARET CHASE 
SMITH: born in Skowhegan, 
Maine . . . elected U. S. Senator 
from Maine, 1947 . . . formerly 
member House of Representa- 
tives. 


Epitor, THE SpecTATorR: 


Life insurance is truly a basic insti- 
tution in America life. It offers real 





hope, real planning for the future, real 

saving and real protection for one’s 
family. 

Margaret Chase Smith 

U. S. Senator, Maine 


Senator HENRY CABOT LODGE, 
JR.: elected to the U. S. Senate 
from Massachusetts in 1936... 
resigned to enter Army in 1943 
. + » returned from Europe as 
lieutenant colonel . . . returned 
to Senate in 1947... born in 
Nahant, Mass. 


Epiror, THe SPECTATOR: 


The idea that every man who has 
the responsibility and obligation of car- 
ing for dependents should safeguard 





the future welfare of those dependents 
by carrying life insurance to the ex- 
tent that he can afford is indeed meri- 
torious. 

It is equally advantageous for a 
man without dependents to provide by 
means of life insurance or suitable 
annuities should sudden disablements 
rob him of his earning power. 


Henry Cabot Lodge, Jr. 
U. S. Senator, Massachusetts 


Governor FREDERICK G. 
PAYNE: elected governor of 
Maine in 1950... home is in 
Waldoboro, Maine. 


Epitor, THE SPECTATOR: 


I am pleased to add my endorsement 
of life insurance, as I feel that more 
and more people are realizing that this 
is one of the essentials of life and 
should be considered an important {ac 
tor in the budget of people in all walks 
of life, as in no better way can the thrift 
and foresight of the American people 
be shown than through the purchase of 
life insurance, as a protection and in- 
vestment in their future. 


Frederick G. Payne 
Governor of Maine 
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For Insuranee Brokers 


This “Sales Starters” kit is available to brokers to 
help in uncovering needs their clients may have for 
life insurance protection. You may secure a copy for 
your own use by contacting the nearest New England 
Mutual office. 

Some of the best visual sales pages published by the 


Company are included in the kit, as well as an assort- 


ment of proven sales aids pin-pointing insurance needs. 

New England Mutual’s wide range of liberal and 
low-cost policy contracts is outstanding in the indus- 
try. And remember, any one of our 78 General Agencies 
(in large cities from coast to coast) will welcome the 
chance to help you on your estate analysis, business 


insurance and pension trust cases. 


The NEW ENGLAND MUTUAL Life Insurance Company of Boston 


The Company that Founded Mutual Life Insurance in America — 1835 
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Massachusetts 


Per capita life ins. written, 1950, $251.80 
Per capita prem. paid during 1950, $52.67 
Per capita A. & H. prems. written, $14.77 
Per capita A. & H. losses paid, $10.40 
Per capita income during 1950, $1,600 
Percentage paid for life ins., 1950, 3.3% 
Percentage paid for A. & H. ins., .9% 
Per capita life ins. in force, $1,905.16 
Rank—as to per capita in force, 9 

Per capita death losses, 1950, $20.04 
Total State taxes per capita, 1950, $50.10 


Increase in Ord. 
Life Production 





Increase in 
State Income 





Connecticut 


Per capita life ins. written, 1950, $332.55 
Per capita prem. paid during 1950, $59.74 
Per capita A. & H. prems. written, $15.96 
Per capita A. & H. losses paid, #: 18 
Per capita income — 1950, $ 1a 766 
Percentage paid for life ins., 5 4% 
Percentage paid for A. & H. ins., .9% 
Per capita life ins. in force, $2,275.45 
Rank—as to per capita in force, 2 

Per — death losses, 1950, $23.78 
Total State taxes per capita, 1950, $52.82 


Increase in Increase in Ord. 
State Income Life Production 





Much of the labor has been taken out of the development of a lead 
into a sale with the new, modern line of Berkshire Life’s 108 Adult 
and Juvenile Plans, Riders and Coverages. 

In our “Merchandise Chart” and “Portfolio” you'll find such 
interesting, saleable contracts as the “Preferred Life” which is 
typical of the complete line of Berkshire Life’s sales-producers. 





PREFERRED 
LIFE 


$10,000 


Age 35 
(Minimum $5000) 





ANNUAL PREMIUM 

TOTAL CASH DIVIDENDS* 
20 Years 

CASH VALUE 

AVERAGE YEARLY NET COST* $ 1.58 
Per $1000 — 20 Years 

MONTHLY LIFE INCOME 
Guaranteed 120 months 
certain at Age 65 (Male) 

If Dividends* are left to accumulate 

Monthly Income at Age 65 (Male) 

may be increased to $ 51.18 


*The Dividends in this illustration are neither estimated nor guaran- 
ted on the same basis as the scale of dividends in 


teed but are compu 
effect at the date of this illustration allow 1, 1951 basis). Similarly, the 
A 
is 


$ 255.30 
$1074.60 
$3714.80 


$ 34.26 


at d on such accumulations. 





rate 











BROKERS AND SURPLUS WRITERS are invited to write 
to the nearest Berkshire Life General Agent for FREE copies 
of both the handy pocket-sized Merchandise Chart and Port- 
folio which outline the many unusual sales opportunities 
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FRANCIS S. MURPHY: editor & 
publisher, The Hartford Times 
. . . began as errand boy on The 
Times in 1898 ... born, New 
Haven, Conn... . "home is in 
West Hartford, Conn. 


Epitor, THE SPECTATOR: 

The protection afforded by the multi- 
tude of different kinds of insurance 
issued by our great insurance com- 





panies gives a peace of mind to our 
people which is not available in any 
other way. 

The insurance contribution to our 
country and its service to American 
people in all walks of life, truly can 
not be measured. It is appreciated for 
its tremendous value in every corner of 
this great country of ours. 


Francis S. Murphy 


Senator JOHN O. PASTORE: 
U. S. Senator from Rhode Island 
. +. governor of that state, 1945- 


49 ...a native of Providence, 
R. 1. 


Epitor, THE SPECTATOR: 


Our servicemen and servicewomen 
have set a fine example for our country 
in their response to, and acceptance of 
National Service Life Insurance. This 
action demonstrates their conviction that 
life insurance is a great social and eco- 
nomic influence in their every-day life, 
as it should be in the lives of all those 
who believe in security. This security 
cannot attain a national level without 
individual effort and a widespread de- 
sire for security. Each of us can best 
accomplish this through the medium of 
life insurance. 


John O. Pastore 
U. S. Senator, Rhode Island 
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Ambassador CHESTER 
BOWLES: he was recently ap- 
pointed U. S. Ambassador to 
India . . . a former governor of 
Connecticut . . . during the last 
war he was price administrator. 


Eviror, THE SPECTATOR: 

Life insurance has a vital, double 
meaning to America today. To the in- 
dividual who holds a policy, it is pro- 
tection for him and his family; a 


guarantee of economic security for his 
wife, an education for his children, and 
a permanent home. Regarded in this 
light, life insurance has become a pro- 
tector of the family. 

But life insurance has another deep 
responsibility in our society. As time 
has gone on, the savings of millions 
of Americans have gone into life in- 
surance policies creating an immense 
reserve of investment capital. In the 
hands of thoughtful, wise investors, this 








4 








CONAN 


Life Insurance Company 
Massae 


Springfield, 


‘husetts 


capital can become a prime mover in 
our country’s expanding economy. It 
can provide the credit with which man- 
ufacturers have been able to replace 
old equipment with new, to enlarge 
plants, and to evolve new industrial 
processes. It can inject new energy 
and confidence into countless phases 
of our economy. An encouraging ex- 
ample of such forward-looking invest- 
ment is the entry of insurance capital 
into a new field of public service: the 
construction of needed low-renal hous- 
ing. 

These are two great reasons why life 
insurance today is a key to the strength 
and secuity of our nation. 

Chester Bowles 
Ambassador to India 


ST 
Rhode Island 


Per capita life ins. written, 1950, $259.20 
Per capita prem. paid during 1950, $53.68 
Per capita A. & H. prems. written, $11.70 
Per capita A. & H. losses paid, $9.11 
Per capita income during 1950, $1,561 
Percentage paid for life ins., 1950, 3. nave 
Percentage paid for A. & H. ins., . 4 
Per capita life ins. in force, $1,868.90 
Rank—as to per capita in force, 10 
Per capita death losses, 1950, $20.80 
Total State taxes per capita, 1950, $47.98 
Increase in Increase in Ord. 
State Income Life Production 
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Governor JOHN D. LODGE: gov- 
ernor of Connecticut . . . former 
congressman ... brother of Sen- 
ator Henry Cabot Lodge, Jr. ... 
home is in Westport, Conn. 


Epitor, THE SPECTATOR: 


Life insurance, particularly for the 
man of small or moderate means, repre- 
sents an indispensable financial balance 
wheel. The acquisition of life insurance 
policies is, in my opinion, worth even 
rigorous self-denial in other expendi- 
tures. I have met very few older men 
who do not wish that they had sacri- 
ficed a little more to obtain additional 
insurance in their younger days, for 
young manhood is the best time to 
start and to persist in the buying of 
life insurance. 

From my experience, a life insur- 
ance policy provides at least four major 
benefits. First and most dramatically, it 
cushions the family against the effects 





ot the death of the family provider. 
Secondly, it substitutes a good habit 
for good intentions by actually com- 
pelling the policyholder to save a por- 
tion of his income regularly. Thirdly, 
through such regular thrift, it permits 
the accumulation of readily available 
cash for use in an emergency. Fourthly, 
every purchaser of a policy is contrib- 
uting to the preservation of one of the 
greatest stabilizing instruments of our 
economy and society, the life insurance 
industry. 
John Lodge 
Governor of Connecticut 


Governor DENNIS J. ROBERTS: 
elected governor of Rhode Island 
in 1950. 


Epitor, THE SPECTATOR: 


Life insurance protects both against 
the hazard of early death and against 
want in old age. It is so much a part 








Governor PAUL A. DEVER: gov- 
ernor of Massachusetts . . . for- 
merly state attorney general .. . 
Lt. Commander, USNR, World 
War II... native of Boston. 
Eprtor, THE Spectator: 

The institution of life insurance af- 
fords our humbler citizens an oppor- 
tunity to accumulate an estate at a 
minimum of personal sacrifice. 

In addition to providing social se- 
curity for the individual and his family 
life insurance management has con- 
tributed abundantly to the economical 
success of our nation through all types 
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of investment permitted by law. The 
best testimonial to the value of life 
insurance business is the tremendous 
growth of the business made possible 
through the confidence of the people 
of our nation. 

Life insurance in force in Massa- 
chusetts companies alone has increased 
from $9,061,000,000 in 1939 to $17,- 
436,000,000 in 1948. 

I am confident that the interest of 
our people in social security will con- 
tinue this march of progress. 


Paul A. Dever 
Governor of Massachusetts 


of our daily life that we take its bene- 
fits for granted and do not stop to 
realize that our country would be en- 
tirely different without the benefits 
which flow from it. 

I am a firm believer in life insur- 





ance and I am pleased that per capita 
ownership of life insurance in Rhode 
Island is far above the national average. 
Dennis J. Roberts 

Governor of Rhode Island 


Senator LEVERETT SALTON.- 
STALL: elected to the U. S. Sen- 
ate from Massachusetts in 1949 
. . . governor of that state from 
1939-44. 

Epitor, THE SPECTATOR: 

Our democratic form of government 
provides us with the foundation of se- 
curity. The strength of this foundation 
depends on the confidence of our citi- 
zens, which in turn depends on their 
faith in the American institutions. 

High in the list of such institutions 
is our system of life insurance. It is 
one certain method which provides se- 
curity for the future. Through life in- 
surance we can be sure that those we 
love are cared for so long as they live. 
Through life insurance we can plan for 
our own independence in old age. 

Leverett Saltonstall 
U. S. Senator, Massachusetts 


Governor SHERMAN ADAMS: 
elected governor of New Hamp- 
shire in 1948 .. . congressman 
from that state 1943-47 , . . home 
is in Lincoln, N. H. 

Epitor, THE SPECTATOR: 

Life insurance is the means by which 
small financial sacrifices build protec- 
tion against major catastrophes. It of- 
fers the nearest approach to complete 
security any man can reasonably hope 
to achieve. Men with families, espe- 
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cially, should look upon investment in 
life insurance as a moral obligation. 
There is no better means of assuring 





peace of mind to themselves and their 
dependents. 

Sherman Adams 

Governor of New Hampshire 


Senator BRIEN McMAHON: 
elected to U. S. Senate from Con- 
necticut in 1944 ... chairman, 
special committee on atomic 
energy . . . a native of Norwalk, 
Connecticut. 

Epitor, THE SPECTATOR: 

I take great pride in my native state 
for a number of reasons. One of them 
is that Connecticut has played such an 
important part in the American people’s 
acceptance of life insurance as an ex- 





tremely sound investment. This in turn 
has been a wonderful contribution of 
the American way of life. 

Brien McMahon 
U. S. Senator, Connecticut 





New Hampshire 


Per capita life ins. written, 1950, $182.51 
Per capita prem. paid during 1950, $44.43 
Per capita A. & H. prems. written, $18.50 
Per capita A. & H. losses paid. $14.37 
Per capita income during 1950, $12.82 
Percentage paid for life ins., 1950, 3.5% 
Percentage paid for A. & H. ins., 1.4% 
Per capita life ins. in force, $1,527.68 
Rank—as to per capita in force, 16 

Per capita death losses, 1950, $16.39 
Total State taxes per capita, 1950, $37.52 


Increase in Ord. 
Life Production 





Increase in 
State Income 








Vermont 


Per capita life ins. written, 1950, $151.52 
Per capita prem. paid during 1950, $38.03 
Per capita A. & H. prems. written, $8.60 
Per capita A. & H. losses paid, $5.55 

Per capita income during 1950, $1,184 
Percentage paid for life ins., 1950, 3.2% 
Percentage paid for A. & H. ins., of 
Per capita life ins. in force, $1,292.31 
Rank—as to per capita in force, 24 

Per capita death losses, 1950, $17.63 
Total State taxes per capita, 1950, $52.91 


Increase in Ord. 
Life Production 


17.9% 
53.4 


Increase in 
State Income 














non-cancellable disability field, 
we invite comparisons of benefits . . . of premiums . . . of { 
service. But we especially welcome your attention to the 
manner in which we treat the policyholder. 


ne Faull Revere Lj $ 
ce COMPANY 


Crank L. Mervingten: 2c. 6 ccves oun 
Edward R. Hodgkins, Vice-Pres. and Mgr. of Agencies 


NON-CANCELLABLE ACCIDENT & HEALTH e LIFE ¢ GROUP 


t Agency representation in the 48 states, the District of Columbio, Hawaii and Conada 


The real test of the worth 4 
of a sickness and accident 
policy comes at claim time. 
* So the right kind of claim | 
service is all-important. 


As a leader in the 


INSURAN 
WORCESTER - MASSACHUSETTS 


. President « 

















afford to buy it. 





PREFERRED STOCK 


Prospects are the fieldman’s stock in trade. Preferred Mi 


prospects are people who need life insurance and can 


Broad diversification of contracts gives Home Life (i 
agents entrée to all income groups and yields x 
a consistently high ratio of return on their in- 
vestment of personal selling effort. 
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middle atlantic states 


New York — New Jersey — Pennsylvania 


RALPH J. CORDINER: presi- 
dent, General Electric Co. .. . 
born in Walla Walla, Wash. .. . 
home is now in Stamford, Conn. 


Epitor, THE SPECTATOR: 


Private life insurance companies pro- 
vide security in the true American way. 
Through voluntary decisions of indi- 
viduals, millions of American families 
have received protection against shat- 
tering adversities. It is a comfort to 
me to know that General Electric em- 
ployees have chosen to participate in 





our group insurance plan to the extent 
of $1,250,000,000 of life insurance in 
force, and that in the past thirty years 
this protection has brought payments in 
excess of $45,000,000 to those in need. 
Doubtless through these benefits our 
employees have been persuaded to 
carry additional policies, as I have in 
my own case. 

With a picture like this in front of 
me, I cannot help but endorse both the 
principle and the system of American 
life insurance. 


Ralph J. Cordiner 


R. H. De MOTT: president, SKF 
Industries, Inc., Philadelphia, Pa. 


Eprtor, THe SPECTATOR: 

Now, more than ever, it is necessary 
that we strive to maintain those traits of 
character and the simple virtues im- 
plicit in the “American Way.” 

These are individual freedom, indi- 
vidual enterprise and individual re- 
sponsibility. 

There can be no doubt that individ- 
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ual responsibility implies a sound life 
insurance program. From the begin- 
ning, Americans were guided by the 
principle that each would provide for 





himself, and for his own. He who ac- 
cepts his responsibilities will surely be 
found among those subscribing to life 
insurance. 


R. H. DeMott 


BRUCE BARTON: author and 
former congressman. . . repre- 
sented a New York City district in 
75th and 76th Congresses .. . 
devotes considerable time to writ- 
ing and lecturing. 


Epitor, THE SPECTATOR: 

That act of sharing the work of creat- 
ing security for the individual through 
the combined efforts of millions is the 
heart of the institution of life insurance. 

Bruce Barton 


Senator EDWARD MARTIN: U. 
S. Senator from Pennsylvania 
. - » prior to his election to the 
Senate he served as governor of 
Pennsylvania. 


Eprtor, THE SPECTATOR: 


Life insurance has been instrumental 
in teaching Americans the habits of 
thrift, of protecting the future of the 
home and of the families of policy- 
holders, and ‘of providing against the 
unpredictable hazards to the welfare 
of the policyholders themselves. 

Edward Martin 
U. S. Senator, Pennsylvania 





THOMAS A. MORGAN: presi- 
dent, chairman of the board, The 
Sperry Corporation . . . started 
with corporation as an engineer 
in 1912 ... born in Vance 
County, North Carolina . . . now 
makes home in New York City. 


Epitor, THE SPECTATOR: 


My views on the subject of insurance 
can best be shown by the fact that the 
Company of which I have been -Presi- 
dent has encouraged the participation 
of employees in various plans designed 
to lessen the financial burden arising 
from death, disability, sickness and 
accident and old age. 

At the present time our Company has 
outstanding group life insurance in 
excess of $72,000,000 for the benefit of 





its employees. During the past five 
years, payments for death and disability 
claims have exceeded $1,300,000. 

I believe that life insurance is the 
best means of providing for a man’s 
family in the event of his death and is 
one of the safest plans for regular and 
convenient saving. Everyone should, to 
the extent of his ability, carry sufficient 
life insurance to protect his family. 

Thomas A. Morgan 


JUAN T. TRIPPE: president, 
Pan American Airways since 
1927 . . . born in Seabright, N. J. 
. » » now makes home in Green- 
wich, Conn. 


Epitor, THE SPECTATOR: 

Life insurance has become an essen- 
tial part of our economic structure. As 
a method of saving and as a protection 
against chance misfortune, it is a prime 
investment. There can be no question, 
too, that possession of life insurance 
has a stabilizing influence on as all. 

Juan T. Trippe 
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Governor THOMAS E. DEWEY: 
elected governor of New York 
State, 1942 .. . Republican nom- 
inee for president, 1944 and 
1948 . .. a former district at- 
torney, N. Y. County... native of 
Owosso, Michigan. 


Eortor, THE SPECTATOR: 


I am happy to send warm greetings 
to the readers of The Spectator and 
all people engaged in the great and 
necessary business of life insurance. 
It is today more than ever obvious 
that life insurance is essential to our 
free way of life as well as to the eco- 
nomic structure of America. 

As you may recall, one of my first 
acts as Governor of New York was to 
recommend to the Legislature that the 
value of life insurance receive practi- 
cal recognition at the hands of the 
State. The Legislature concurred and 
so today we have a law on our statute 
books allowing citizens who pay in- 
come taxes to deduct a _ reasonable 
amount of their life insurance pre- 
miums. This essential, important prin- 
ciple is a practical tribute to the value 
of life insurance. 

It is my own feeling, which I carry 
into action in my personal affairs, that 





life insurance, bought from savings, 
regularly maintained in a private com- 
pany is the greatest asset an individual 
can have. By his own effort he has 
provided a kind of security for his 
family which governmenf cannot equal, 
he has provided a reserve fund for 
himself and he has proved to himself 
that he is a free man who has made 
good. Nothing could be a greater ser- 
vice to the individual or to our country. 


Thomas E. Dewey 
Governor of New York 








AVE you ever considered 
what could hap en were 
your local retailer less than a 
good businessman? 
Piles of unwanted merchan- 
dise would load his shelves... 
our needs and desires would 
be unfilled... your family 
would suffer hardships. These 
things don’t happen because 
your retailer soundly antici- 
pates your future needs and 
desires so that you may buy 
what you want when you want it. 
Our hats are off to this man 
whose insight into tomorrow’s 
needs makes the American dis- 
tribution system a smoothly 
clicking process. 



















THIS MAN ALSO 
PREDICTS THE FUTURE 


Like the retailer, the Mutual 
Benefit Life man predicts fu- 












THE 





INSURANCE 


OReGaAmiztee tm teas 








Radar... Crystal ball... 
or HUMAN FORESIGHT 








ture financial needs with his 
Analagraph. And then recom- 
mends the right plan because 
he has many from which to 
choose. 

The Mutual Benefit Life 
man’s service to retailers, for 
example, is all inclusive. Not 
only does he offer a sound plan 
for their personal security, but 
he also has a plan for their 
business security. Called the 
Special Business Insurance 
Plan, it enables the retailer... 
large or small... to protect the 
the future of his business. 

PROUD OF HIS ROLE 
The Mutual Benefit Life man 
is rightly proud of the part he 
plays in the personal and bus- 
iness lives of so many. He is 
well-equipped to do an out- 
standing job... and he does it. 


MUTUAL BENEFIT LIFE 


COMPANY 
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THE 1951 NYLIC CLUBS 


een 8. WEEE NEW YORK LIFE is proud of its 1,836 agents 
President who are members of the 1951 Nylic production clubs. Club 
members must measure up to high standards in personal 
earnings and the quality of business produced, as well as in 
volume of paid-for production—they must be career life 


underwriters. 


—— We salute and congratulate the entire membership 
Wichita, Kans. 


SN ore weeinell of this year’s Nylic Clubs. 
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HARRY A. McCOLL REED W. BRINTON, C.L.U. KENNETH C. FITCH C. H. KILLEN EDWARD J. MINTZ, C.L.U. 


San Francisco, Cal. Colorado Springs, Colo. Salt Lake City, Utah Wichita, Kans. San Antonio, Texas Salinas, Cal. 
Chairman Vice Chairman Vice Chairman Vice Chairman Vice Chairman Vice Chairman 
Advisory Board Advisory Board Advisory Board Advisory Board Advisory Board Advisory Board 
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i « 
| 
LT Pas (3 
. ~ > i Seat 
ROBERT A. DAVIES, C.L.U. HARRY J. TALMAN HUBERT N. HOFFMAN LLOYD STEADMAN SHIRLEY J. WAYBURN BEN SEKT 
San Francisco, Cal. Worcester, Mass. Washington, D. C. San Gabriel, Cal. Detroit, Mich Sioux City, Iowa 
Vice Chairman Vice Chairman Vice President Vice President Vice President Vice President 
Advisory Board Advisory Board Southeastern Division Pacific Division Central Division Western Division 














DANIEL H. COAKLEY, Jr. LOUIS K. SIMS JOSEF E. JOSEPHS, C.L.U. GEORGE J. LUCAS HOWARD J. RICHARD, C.L.U. RUDOLF L. LEITMAN 


Boston, Mass Los Angeles, Cal. Charlotte, N. C. Sioux Falls, 8S. D. Boston, Mass. Detroit, Mich. 
Vice President Second Vice President Second Vice President Second Vice President Second Vice President Second Vice President 


Northeastern Division Pacific Division Southeastern Division Western Division Northeastern Division Central Division 
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We are particularly 
proud of the agents 


pictured in these 


pages who rank as 


Nylic Millionaires 


E. L. LEONARD 


Winston-Salem, N. C. 


LOUIS F. CALLEY 
Charleston, W. Va 


IRVING WOOL 
Boston, Mass. 


KEITH G. WILDES 
Juneau, Alaska 


JOSEPH J. HAVEY 
Newark, N. J. 


= 
GEORGE W. MATHEWS 
Columbus, Ga. 


KENNETH L. VAN LEUVEN 
Spokane, Wash. 


GEORGE E. BIVINS 
Nashville. Tenn 


NORMAN WARREN, C.L.U 
New York, N. Y. 


FRANK P. CRUM 
Detroit, Mich. 


Spartanburg, S. C. 


A. EVERETT RILEY 
Kansas City, Mo. 


HARRY S. PERIL 
Shamokin, Pa. 


S. M. SELEKMAN 
Pittsburgh, Pa. 


EUGENE KENDALL 
Norman, Okla. 


EDWIN H. MILLER, C.L.U 
Chicago, Ill. 


CLARENCE I. QUILLING 
Dayton, Ohio 


GEORGE H. BOWMAN 
San Francisco, Cal. 


ROBERT L. WEBSTER 
Ithaca, N. Y. 


MAX WEISS 
New York, N. Y. 


JOSEPH L. SHALLOW 
Philadelphia, Pa. 


HARRY MAYBROOK 
Chicago, Il. 


ALFRED W. PARRY 
New York, N. Y. 


W. S. POYNOR, Jr., C.L.U. 
Birmingham, Ala. 


BEN FELDMAN, C.L.U. 
East Liverpool, Ohio 


E. ROY VAN LEUVEN 
Spokane, Wash. 


JOHN BOTTOMLEY 
Boston, Mass. 


JAMES T. MeCREARY 
San Francisco, Cal. 


SAMUEL SILVERMAN 
New Haven, Conn. 


ROBERT C. HOLLAND, C.L.U. 
New York, N. Y. 


HAROLD G. LARSEN 
San Francisco, Cal. 


JERRY POWERS 
Kansas City, Mo. 


WILLIAM V. LURIE 
Brooklyn, N. Y. 


VIC VYBIRAL 
New Orleans, La. 


NEW YORK LIFE INSURANCE COMPANY 51 mapison AVENUE, NEW YORK 10, N. Y. 
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JACK FRYE: chairman of the 
board, General Aniline & Film 


Corp. . . . former president and 
director, TWA. 


Eprtor, THE SpecTaTor: 

The Air Age is bringing changes to 
many American habits of life. But it 
will not change the importance of life 
insurance to the individual and to the 
home. The necessity for safe investment 
and protection remains. I approve the 
principle of life insurance, and I am 
glad to recommend it for its financial 
soundness and its emphasis on self- 
reliance. 


Jack Frye 





FRED M. WARING: musical con- 
ductor of The Pennsylvanians 
. . » also famous for his choral 
groups ... now has television 
program over CBS-TV ... home 
is in Shawnee-on-Delaware, Pa. 


Epitor, THE SPECTATOR: 

To me, life insurance is a common- 
sense necessity of benefit to both young 
and old. Either as a means of invest- 
ment and saving, or as a means of ac- 
cepting one’s responsibilities in full, life 
insurance is as necessary as other fun- 
damental needs of present-day living. 


Fred Waring 





The Manhattan Life's 


NEW FAMILY 
SECURITY POLICY 


Written down to as low an Expiry Period as six years from 
date of purchase to as high an Expiry Age as 75 





Issue Ages: 20 to 64 * Convertible; without 
Medical Examination, for the then Commuted 
Value, into any form of policy, except Term, 
before Insured is 65 years old, nearest birth- 
day * The Waiver of Premium Total and 
Permanent Disability Benefit, effective to 
Age 60, is included without specific extra 
charge in all standard policy issues * The 


New Family Security Policy is Participating. 





Our 2nd 








THe Mani 
INSURANGE 
of NEW YORK, 








Premium Rates are included in the 20-page booklet 
describing this new policy. Ask for a copy. 


Century 


1850 


TTAN LIFE 


Home Office: 120 West 57th Street, New York 19, N. Y. 
Telephone: JUdson 6-2370 
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Governor JOHN S. FINE: elected 
governor of Pennsylvania, 1950. 


Eprtor, THE SPECTATOR: 

I am a thorough believer in the value 
of life insurance. 

My belief extends both to my per- 
sonal and official lives. 

As Governor of Pennsylvania, I would 
be remiss if I did not note that the be- 


ginning of life insurance in America, in 
fact, the oldest chartered life insurance 
company in the world, the Presbyterian 
Ministers’ Fund, was founded in 1716 in 
Pennsylvania. 
Life insurance is economic assurance, 
and I heartily endorse it. 
John S. Fine 


Governor of Pennsylvania 


DANIEL J. TOBIN: general pres- 
ident, International Brotherhood 
Teamsters, Chauffeurs, Ware- 
housemen and Helpers, since 
1907 . . . vice-president, Ameri- 
ean Federation of Labor since 
1933 ... born in Ireland. 


Eprtor, THE SPECTATOR: 


I carry as much life insurance as I 
can possibly afford. Unfortunately in 
my younger days I was not able to 
carry much insurance. Those were dan- 
gerous days because I was bringing up 
a young family and endeavoring to 
educate them. If I had been called to 
the Great Beyond I do not know what 
would have become of my family. 

I dread the thought of the heads of 
families dying without some insuragce 
protection. Insurance, in my judgment 
—and I may be wrong—is putting 
money in the bank for the days of old 
age and death. Yes, we have Social 
Security, but it is not enough, and the 
more protection we have as we advance 
in years, the better. 

Daniel J. Tobin 























ed 
0. 


lue 


uld 
be- 





1e 
ia 


d 


B- 


& 
e 








Pennsylvania 


Per capita life ins. written, 1950, $333.13 
Per capita prem. paid during 1950, $51.98 
Per capita A. & H. prems. written, $13.56 
Per capita A. & H. losses paid, $8.77 

Per capita income during 1950, $1,523 
Percentage paid for life ins., 1950, 3.4% 
Percentage paid for A. & H. ins., .9% 
Per capita ilfe ins. in force, $2,037.15 
Rank—as to per capita in force, 6 

Per capita death losses, 1950, $18.94 

Total State taxes per capita, 1950, $41.82 


Increase in Increase in Ord. 

State Income Life Production 
Peres 2.0% bein ttuees 12.0% 
WiBccccccccce ee . . aeesnansne 57.9 
ee 5 | ee Pee —. 
a Se Se asseventes 2 
| ere — 2D aecescosecs — 3.4 
Wee dececcese 0. ‘wee eesansa 16.5 





MARION B. FOLSOM: treasurer 
& director, Eastman Kodak Co. 
.. « member, National Indusirial 
Conference Board .. . home is 


in Rochester, N. Y. 


Epitor, THE SPECTATOR: 


Life insurance provides a systematic 
savings plan with no risk as to loss of 
principal. It is the ideal investment for 
aman at every age. 

For the young man starting his 
career, life insurance creates an estate 
immediately and thereby provides pro- 
tection for his family before he had had 
an opportunity to accumulate savings. 


After his income increases he can add 
to his protection. In later years, after 
his family is grown, life insurance can 
be maintained as part of his estate or 
upon retirement converted into an an- 
nuity to provide an income during the 
rest of his life. 

Marion B. Folsom 


Mayor VINCENT R. IMPELLIT- 
TERI: elected mayor of New 
York City in 1950 ... past 
president of the New York City 
Council. 

Epitor, THE SPECTATOR: 

Being of humble heritage, the son 
of a wage earner who had to strive 
mightily to maintain his family, I 
certainly recognize the surpassing im- 
portance of life insurance as a bul- 
wark against economic insecurity and 
family disintegration. Life insurance 
is the finest form of investment for the 
average man and virtually a necessity 
for the man of larger affairs. 

However, the contributions made by 
life insurance to the American public 
go far beyond the primary purpose of 
protecting the insured and their fami- 
lies. As Mayor of the City of New York, 
I know that life insurance companies 
have a direct stake in municipal gov- 
ernment, with large investments in 
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A WELL-BALANCED COMPANY 


improves performance 


From childhood’s earliest 


moments... balance 


is essential to progress. 


So, too, in a life insurance 


company, continuous 


achievement is aided by 


a favorable balance of 


past history, present 


progress, and future plans. 


Fidelity is a well-balanced 


company. 


The 


FIDELITY MUTUAL 
LIFE INSURANCE COMPANY 


THE PARKWAY AT FAIRMOUNT AVENUE 
PHILADELPHIA * PENNSYLVANIA 








sound city securities. These investments 
have helped finance the construction of 





hospitals, highways, bridges, tunnels 
and many other civic improvements. 
Thus, life insurance performs a 
double function, providing security for 
the future and, at the same time, con- 
tributing to the health and economy of 
the community today. 
Vincent R. Impellitteri 
Mayor, New York City 





















Individual or Family-group 


HOSPITAL EXPENSE 
PLAN 


featuring 
* 24-Hour Coverage 
* Surgery Up to $300 
* Payments Up to 365 Days per 
Policy Year 
* 15 Times Daily Room Rate for 
Adult Incidentals (each conf.) 


Operating in Pa., Ohio, Del., Maryland, 
W. Va., N.C., Fla. and Washington, D.C, 


Educators 


MUTUAL INSURANCE COMPANY 
LANCASTER, PA 











THE SPECTATOR, November, 1951—53 





Senator JAMES H. DUFF: elected 
to U. S. Senate from Pennsylva- 
nia, 1950... governor, 1946-50. 


Epitor, THE SPEcTATOR: 


Throughout my life I have seen so 
many instances in which the proceeds 
of life insurance policies were the only 
source of relief from financial worry 
in time of emergency or in old age, that 
I feel life insurance must be an inte- 
gral part of any well-conceived plan for 
economic security of the family or the 
individual. 

James H. Duff 


U. S. Senator, Pennsylvania 


For instance. 


opportunity for you. 


selling techniques. 


your inquiry. 











It’s more than a word—it may be defined 
sO many ways—as a state of being—even 
as a life insurance company. 


The Union Labor Life 
Insurance Company in itself, is an 


Career life underwriters are quick to 
appreciate the need for the proper 
i medium through which to effect their 


Rich in opportunity, The Union 
Labor Life Insurance Company is 
one consideration that warrants 


The UNION LABOR 
Life Insurance Company 


200 EAST 70 STREET 
NEW YORK 21, N. Y. 
















New York 


Per capita life ins. written, 1950, $271.47 
Per capita prem. paid during 1950, $59.67 
Per capita A. & H. prems. written, $16.25 
Per capita A. & H. losses paid, $10.44 
Per capita income out ’ 
Percentage paid for life ins., 1950, 3.2% 
Percentage paid for A. & H. ins., .9% 
Per capita life ins. in force, $2,251.80 
Rank—as to per capita in force, 4 

Per capita death losses, 1950, $25.79 
Total State taxes per capita, 1950, $60.15 


Increase in Increase in Ord. 
State Income Life Production 
. Seer RR ee ee 11.7% 
., —erore | reese 49.2 
error —  tnbedsaune — 6.6 
.. eer 8 ~éxnecetade — 5.5 
. epee —_—he ~e¢abaveene —...3 
Wbenseacsss GO  \weWecddiecs 11.8 
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PAUL S. WILLIS: president, 
Grocery Manufacturers of Amer- 
ica... born in Texas... home 
is in Bronxville, N. Y. 


Epitor, THE SPECTATOR: 

Along with food, shelter and cloth- 
ing, life insurance might well be classi- 
fied as a necessity of family life. 

Through life insurance, the head of 
the family, even though he may only be 
a wage earner of modest income, is af- 
forded a means of creating an immedi- 





ate estate for the future security of the 
family. In return for a premium in pro- 
portion to his income, he is assured of 
protection that would otherwise take 
many years of saving to accumulate. 

There is a growing interest by the av- 
erage man in security as the goal of his 
labor. Life insurance makes this objec- 
tive attainable in the American way 
through individual initiative rather than 
through the State as the paternal guard- 
ian of the citizen. 


Paul S. Willis 


JAMES M. MEAD: member, 
Federal Trade Commission. . . 
U. S. Senator from New York, 
1938-46... home is in Buffalo. 


Epitor, THE SPECTATOR: 


No sensible man who carries the re 
sponsibilities of dependents or of 4 
family can afford to deny those he loves 
the protection offered by an adequate 
life insurance policy. 

I carry insurance not only for senti- 
mental reasons, but because it is 4 
sound investment practice. Especially 
for those who are in the lower income 
brackets, life insurance is sound eco 
nomic protection. 

I know of no investment which can 
yield richer returns in contentment and 


peace of mind. 
James M. Mead 
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JAMES A. FARLEY: chairman of 
the board and director, Coca- 
Cola Export Corporation .. . 
ostmaster general of the U. S. 


(1938-1940). 


Epitor, THE SPECTATOR: 

It is my personal opinion that life 
insurance is a necessity for every man. 
Particularly necessary is the ownership 
of adequate protection for men who 





have assumed the obligations of family 
head and protector. I have always car- 
ried as much life insurance as my 
financial postion would permit and 
earnestly advise the same course to 
others. 

James A. Farley 


Senator IRVING M. IVES: 
elected to the U. S. Senate from 
New York in 1946... past chair- 





man, N. Y. State Joint Legisla- 
tive Committee on Industrial and 


ewaA Taras? Mr AaTO UES | CUkldlCidwdCY OCU ee eee 


Labor Conditions . . . his home 
is in Norwich, N. Y. 
Epiror, THE SPECTATOR: 

There is no institution in our Ameri- 
can economic system for which I have 
a higher esteem than that with which 
I regard life insurance. It offers to 
individuals in every walk of life the 
means of establishing security through 
systematic savings and thrift and, at 
the same time, affords protection for 
loved ones. 

Life insurance provides an essential 
stabilizing influence in the economic 


\ OW 


So writes a 
GUARDIAN Policyholder, 


collecting his disability income 


The letter continues: 








and social life of our country. Those 
who have the wisdom so to save money 
thereby uphold one of the most cher- 
ished principles of our system of 
free enterprise—freedom and security 
through individual enterprise and 
effort. 
Irving M. Ives 
U. S. Senator, New York 




















“At our bank, they said yours is an excellent company and that I 
have a wonderful policy. It certainly means a great deal to us now. 


“I shall keep you informed of any change in my condition. I am 
eager to work if possible. Until then, your checks will certainly 


help.” 


GUARDIAN has been writing disability income protection in con- 
junction with our regular life insurance contracts, continuously 


since 1916. 


Just how important this protection is to policyholders is illustrated 
again and again by cases in our files. This is one reason why 
GUARDIAN representatives are proud to offer our modern disability 
provision, which pays $10 per month per $1,000, to a wide range 


of prospects. 


P. S. We're currently paying additional dividends on policies that 
include the disability income provision. 


He 
GUARDIAN 
Ge Shamans 

: OF AMERICA 


FLRTY UNION SQUARE 


NEW VORK 3, MW. Vo) 
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NILES TRAMMELL: chairman 
of the board, National Broad- 
casting Company. 


Epitor, THE SPECTATOR: 


So important do we at NBC regard 
the great social safeguard which life 
insurance provides that we have for 
years offered to every employee of the 
National Broadcasting Company a 





group life insurance plan whereby the 
Company shares the cost. There can 
be no question that life insurance makes 
a tremendous contribution to the social 
stability of our country. 


Niles Trammell 


JOHN B. GAMBLING: his morn- 
ing radio feature “Rambling 
with Gambling” is heard over 
WOR Mutual, N. Y. C. 








Epiror, THE SPECTATOR: 


It seems to me that life insurance 
should be a “must” in the over-all plans 
of any family man, or indeed, of any 
man who looks forward to being a 
family.man. To me it seems the ideal 
way to ensure adequate protecticn for 
the family in the event of the untimely 
death of the provider. 

John B. Gambling 


EDWIN S. FRIENDLY: vice-pres- 
ident, N. Y. World Telegram & 
Sun; president, American News- 
paper Publishers Association. 


Eptror, THE SPECTATOR: 


It seems to me that in these uncer- 
tain times no intelligent man or woman 





can fail to realize the importance of 
adequate protection against untimely 


¢ Seven completely new plans 


¢ Non-Aggregate 
¢ Renewable to 65 


¢ House confinement never required 


¢ Non-medical privilege 
Two broad occupational classes 


Commercial A-D and E-F 
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death or the advancing years that come 
to all of us. 

While the present program of gov- 
ernment seems to be a “cradle to the 
grave” security, a careful analysis of 
the program cannot fail to disclose its 
deficiencies and uncertainties. 

The intelligent person will not leave 
it to government to provide for the 
future, but will include in his own pro- 
gram of living, a plan of insurance 
guaranteed to meet his future needs. 


Edwin S. Friendly 


EDWARD J. PELZ: personnel 
director, N. Y. Times. 


Epitor, THE SPECTATOR: 


I am a friend of life insurance. I 
bought my first life insurance policy 
while a senior in college. I consider 
that the most important personal finan- 
cial move I will ever make in my life- 
time, for it made me aware of the vast 
security and estate-building possibilities 
of life insurance. 

I have become more than ever a 
friend of life insurance as a result of 
my personal experiences. Every week 
I talk with people who are in serious 
financial straits that wise life insurance 
purchases would have prevented—. 

The 55-year old widow of a respon- 
sible production foreman whose un- 
timely and virtually uninsured death 
forces her to seek a livelihood. 

The 60-year-old business executive 
whom a merger has forced out of a 
job. He has virtually no financial re- 
sources for he has always lived up to 
his income. A sound life insurance pro- 
gram started 30 years ago would have 
given him the basic underpinning that 
he so desperately needs now. 


Edward J. Pelz 


a Life Insurance 
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HARRY CONOVER: head, Harry 
Conover Model Agency, N. Y. C. 


Epitor, THE SPECTATOR: 


For many years I have been man- 
aging and advising the Conover Girl in 
various careers, and have always 
pointed out to them that insurance is 
a security safeguard in any career. 
Some of my basic reasons follow: 


1. Proceeds received through life in- 
surance are the only certain money that 
can be depended upon. There is no 
fluctuation and there is definite assur- 
ance of the amount. 


2. The optional benefits give life in- 
surance greater elasticity and can be 





arranged in accordance with one’s per- 
sonal wishes. 


3. The tax savings obtained through 
life insurance and the exemptions are 
an important advantage. 


4. I favor life insurance in prefer- 
ence to general estate because there is 
so much more you can do with general 
life insurance than with general estate. 


5. Just as important as it is for a 
man of means to have a lawyer for his 
legal problems and an accountant for 
the mathematical features of his busi- 
ness, so it is with having a capable life 
underwriter regulate your life insur- 
ance estate to gain all the benefits to 
which he is entitled. 


Harry Conover 











WOODWARD and FONDILLER, Inc. 


Consulting Actuaries 
Insurance Accountants 


524 West 57th Street 
Telephone PLaza 7-6612 


HUGGINS & COMPANY 


Consulting Actuaries & 
Insurance Accountants 


Architects Building, 117 S. 17th Street 


Philadelphia 3, Pa. 
TELEPHONE LOCUST 4-1122 














DONALD F. CAMPBELL, JR. 


Consulting Actuary and Certified Public 
Accountant 
188 West Randolph Street Chicago 1, Ill. 
Telephone State 1336 


Successor to Donald F. Campbell and Donald F. 
Campbell, Jr., consulting actuaries and accountants. 


Frank E. Gerry 
MILES M. DAWSON & SON 


Consulting Actuaries 


1014 Hope Street 100 Boylston Street 
Springdale, Conn. Boston 16, Mass. 


Frank F. Savage 














HAIGHT, DAVIS & HAIGHT, Inc. 
Consulting Actuaries 
ARTHUR M. HAIGHT, President 
INDIANAPOLIS OMAHA 


GEORGE B. BUCK 
ACTUARY 
Specializing in Employees’ 
Benefit and Pension Funds 


150 NASSAU ST. NEW YORK 




















FRANK M. SPEAKMAN 
Consulting Actuary 


Associate 
E, P. HIGGINS 


THE BOURSE PHILADELPHIA 


Woodward, Ryan, Sharp and Davis 
Consulting Actuaries ' 


41 Park Row, New York 
Telephone BArclay 7-4443-4 














HARRY S. TRESSEL & ASSOCIATES 


Certified Public Accountants and Actuaries 
10 S. LASALLE STREET CHICAGO 3, ILL. 
HARRY S. TRESSEL, M.A.IL.A, WM. H. GILLETTE, C.P.A. 


M. WOLFMAN, F.S.A. W. P. KELLY 
N. A. MOSCOVITCH, A.S.A. ROBERT MURRAY 


W. G. WOLTERS Franklin 2-4020 





5éth & Chestnut Sts. Philadelphia 








Ready Now The LIFE INDEX 


Latest financial and underwriting reports on 
life companies. Write for details. 


THE SPECTATOR 
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WILLIAM GREEN: president of in a way which you could not do as an home—in frugality, stability and se- 
the American’ Federation of individual. curity. 
Labor since 1924... member of William Green - Life insurance should start with all 
original National Labor Board ~ teen-age youth and should be promoted 
-..a native of Coshocton, Ohio. CAPTAIN EDWARD V. RICKEN- and inspired by the parents in order to 
BACKER: president, general instill in their children, while they are 
inci manager, director, Eastern Air- 
Life insurance appeals to me as a lines . . . America’s leading air 
form of security which affords protec- ace, World War I. . . was born 
tion so unquestionably sound as to in Columbus, Ohio. 
create a feeling of confidence and as- 
surance in the heart and mind of every 
































Epitor, THE SPECTATOR: 


Epitor, THE SPECTATOR: 





insured person. Life insurance, in my opinion, has 

By availing yourself of the opportun- always been an absolute necessity for 
ity of becoming insured in a sound life the American family and its members. 
insurance company, you are simply pro- In fact, it contributes to the American 
viding protection for yourself and family family—as much as to the American 





POSTAL’S 


New Advertising Campaign is Underway! 
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Postal Life’s 46 years of life insurance advertising experience are behind 
these ads. Notice how they help our fieldmen— 
© Personalized: the reader is personally Leads go directly to him. People see and 


+». recognizes his own need... odmire his ad. 
feels the ad was meant for him. . 
@ Popular appeals: retirement, 


© Cou : reader knows he can get indi- and juvenile-needs which Postal "s 
vidvalized service—in his own community. policies are especially well-suited to fill. 
He can act on his impulse to solve his need:. © Cwresiation: placed where ods are meet 
© Self-referred leads: General Agent’s  carcfuliy read, in community papers where 
neme and address is on each coupon. our Genwra: Agents operate. 
With this kind of Home Office cooperation, aggressive producers naturally 
think of Postal Life when they want to establish their own General Agencies 
in New York or Connecticut. ‘ 
For details, write 
Roy A. Foan 
Vice President and Director of Agencies. 


protecting the family by securing life 


INSURANCE COMPANY insurance. It serves a very important 
511 FIFTH AVENUE, NEW YORK 17, NEW YORK role in the preservation of the home. 


Mrs. Eleanor Roosevelt 
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+ W + 
4 hen you can offer your + 
{ assured HEALTH— ACCIDENT and + 
+ HOSPITALIZATION in addition to the + 
+ : + 
4 usual LIFE insurance program, then 4+ 
; you are in an enviable position. If you : 
+ want to know more about this ideal + 
+ . ° . 
4 combination, write to Wm. D. Haller, 2 
? Vice President and Agency Manager. M4 
+ . + 
+ + 
- UNITED: 
# +4 LIFE AND ACCIDENT + 
ce + 4 INSURANCE COMPANY + A TIFE | 
ry, + : ° + 
nd + = Concerd, New Hampshire + 
+ 2S ae oe + 
“ HHFHEHHE FEF FE FFF 4444444 4+ 
T: 
. s - 
SS CHARTERED Changes in Ways 
1858 
Just beyond the suburbs of one of the great eastern 
of cities automobile drivers along the main highway have 
been seeing some fine herds of beef cattle grazing. One 
of the famous western ranches was shipping half-grown 
steers East to fatten them up within quick-reaching 
distance of big-city markets. This was a new enterprise 
in marketing and a large sign along the highway 
acquainted the passing public with what was going on. 
| | n addi tion fo New ideas are creating new enterprises in every part 
of the country. The question is: Are you aware of what 
our liberal contracts a is going on in the way of new enterprises in your ter- 
ritory and have these enterprises been present long 
m enough to get a steady footing? 
Our Agent’s Agreement is one of the 
hest—Monumental Acents also have man The answer is that where there are new enterprises 
A¢ 8 : y there are new prospects. Changing conditions bring 
additional benefits . . . Incentive Bonus... about new markets, and where there are new markets 
Disability Compensation . . . Retirement i, —— + m7 i —— — 
: . . . of earning a living. This brings added reasons for bot 
Income Plan .. . Group Life Insurance. personal and business insurance—and new opportunities 
All these add up to job permanency and for alert underwriters. 
security. e 
MONUMENTAL LIFE The PENN MUTUAL 
INSURANCE COMPANY LIFE INSURANCE COMPANY 
fe HOME OFFICE — CHARLES & CHASE STREETS — BALTIMORE MALCOLM ADAM, President 
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Independence Square, Philadelphia 
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Lots of Sales! 


Why not? He has 22 Life, Accident, 


Health and Hospital Policies which 
can be “tailored” to fit almost any 
man, woman and child, whether a 


standard or sub-standard risk. 


aii NATIONAL LIFE 


Insurance Company, Montclair, N. J. 
RALPH R. LOUNSBURY, President 
W. J. SIEGER, V. P. & Supt. of Agencies 


LIFE « ACCIDENT ¢ HEALTH ¢ HOSPITAL 
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B. BREWSTER JENNINGS: pres- 
ident, Socony-Vacuum Oil Com- 
pany, Inc. 


Epiror, THE SPECTATOR: 

Life insurance companies have per- 
formed a two-fold service of great value 
to our nation. They have brought secur- 
ity and peace of mind to millions by 
offering them a means by which they 
can pool their savings against the haz- 
ards of existence. 

The funds entrusted to life insur- 
ance companies, reinvested in industry 
and housing, have become a creative 
and stabilizing force adding to our 
national strength, security and well- 
being. 

It is of the utmost importance to the 
nation that this contribution toward 
stability be not dissipated by inflation, 
an evil posing the greatest threat to 
those whom life insurance would other- 
wise protect. 

Policyholders have a special reason 
for analyzing the causes of our present 
inflation and raising their voices to 
those who can do something about it. 


B. Brewster Jennings 





PAUL V. MeNUTT: lawyer . . - 
former high commissioner to 
Philippines . .. born in Franklin, 
Ind. 


Epiror, THE SPECTATOR: 

Adversity tests both men and institu- 
tions. When history records the events 
through which we have recently passed, 
it will depict how investment in life 
insurance eased the strain and alleviated 
the distress of the individual. The sta- 
bility of life insurance as an investment 
has been demonstrated in a time of 


great stress. 
Paul V. McNutt 
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STANLEY RESOR: president, J. 
Walter Thompson Co. (advertis- 






















ing) since 1916. . . joined com- 
pany in 1908 . . . home is in 
Greenwich, Conn. 

adi Evrtor, THE SPECTATOR: 

“ To me, life insurance is one of the 

by great human achievements. The protec- 

; tion it provides is really marvelous. 

ey ; a * 

nd Today, the taking out of life insur- 
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{ 
ance adds two more benefits. Every 
premium paid siphons off that much im- 
mediate spending power. Pooled to- 
gether, the premium payments provide 
substantial funds for business purposes. 
Stanley Resor 

Senator HERBERT H. LEHMAN: 
elected to the U. S. Senate from 
New York, 1951 . . . Governor of 
that State (1932-42) ... for- 

io 

ny, 

u- 

its 

od, 

ife 

ed 

ta- 

nt 

of merly director general, United 
Nations Relief and Rehabilitation 

utt »+.a native of New York City. 









New Jersey 


Per capita life ins. written, 1950, $304.70 
Per capita prem. paid during 1950, $58.18 
Per capita A. & H. prems. written, $10.30 
Per capita A. & H. losses paid, $5. 

Per capita income during 1950, $1,689 
Percentage paid for life ins., 1950, 3.4% 
Percentage paid for A. & H. ins., $y 
Per capita life ins. in force, $2,212.61 
Rank—as to per capita in force, 5 

Per capita death losses, 1950, $22.42 
Total State taxes per capita, 1950, $30.61 





Epitor, THE SPECTATOR: 


I am glad to endorse the principle 
of financial independence through life 
insurance. As a policyholder carrying 
a large amount of insurance, I know 
the satisfaction and contentment that 
come from life insurance. Cooperation 
and unselfish sacrifices of the many to 
mitigate the misfortune of the few 


should appeal to everyone interested in Increase in Increase in Ord. 

° State Income Life Production 

the welfare of the country. The stabil- i945 , oi 13.8% 
ity of life insurance, I think, should be by + = se eeeeeees bf seeeeeceee a 
a source of pride to all of our citizens. i 42 pdidcne cert 41 
Herbert H. Lehman = 1980..2.:.:.:: 10.7 io ddcudee” Se 


U. S. Senator, New York 





REINSURANCE 
EXCLUSIVELY 


LIFE 
alsa 


ACCIDENT ano HEALTH 
_ REINSURANCE 


NORTH AMERICAN 
REASSURANCE COMPANY 


J. HOWARD ODEN, President 
110 EAST 42nd ST.* NEW YORK: 17, NEW YORK 
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east north 
central states 


Ohio — Indiana — Illinois 


Michigan — Wisconsin 


Senator ROBERT A. TAFT: has 
represented Ohio in the U. S. 
Senate since 1939 . . . he has an- 
nounced his intention of run- 
ning for nomination as Repub- 
lican presidential candidate . . . 
a native of Cincinnati, Ohio. 


Epriror, THE SPECTATOR: 

Investment through life insurance 
makes our industrial progress free and 
independent, with the initiative and 
determination so characteristic of past 
American growth. 

Life insurance is not only an eco- 
nomic benefit, but a social benefit. Obvi- 





ously it prevents dependency, and 
makes men and women secure. It is 
unfortunate that it was not even more 
extended in 1929, when the depression 
of that year brought so many millions 
of Americans to poverty, and impressed 
on the United States the necessity for 
government old age pensions to take 
care of those who were not taken care 
of by life insurance and other savings. 
Robert A. Taft 

U. S. Senator, Ohio 


Senator ALEXANDER WILEY: 
U. S. Senator from Wisconsin 
since 1939 . . . a native of Chip- 
pewa Falls, Wisconsin. 


Epitor, THE SPECTATOR: 


I have always been an advocate of 
life insurance. I believe every indi- 
vidual who has loved ones dependent 
upon him owes to it himself and to his 
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loved ones and to the community to 
build a reservoir of savings and secur- 
ity. Life insurance will do that very 
thing. It not only reinstates in prac- 
tice the ancient virtue of thrift, but it 
pools the individual resources of a 
majority of the nation. 
Alexander Wiley 
U. S. Senator, Wisconsin 








Per capita life ins. written, 1950, $349.80 
Per capita prem. paid during 1950, $54.72 
Per capita A. & H. prems. written, $18.37 
Per capita A. & H. losses paid, $12.56 
Per capita income during 1950, $1,582 
Percentage paid for life ins., 1950, 3.5% 
Percentage paid for A. & H. ins., 1.2% 
Per capita life ins. in force, $1,948.92 
Rank—as to per capita in force, 8 

Per capita death losses, 1950, $16.29 
Total State taxes per capita, 1950, $47.82 


Increase in Increase in Ord. 

State Income Life Production 
re oo Tree eer eT 15.7% 
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Senator JOHN W. BRICKER: 
elected to the U. S. Senate from 
Ohio in 1946... governor of 
Ohio (1939-45) ... Republican 
candidate for vice-president in 
1944... home is in Columbus, 
Ohio. 


Epitor, THE SPECTATOR: 


Insurance encourages every husband 
and father to provide for those depen- 
dent upon him. It fosters thrift during 
the productive years and provides se- 
curity when conditions require it. It 
means self-respect. It supplants fear 
with faith. 

John W. Bricker 
U. S. Senator, Ohio 


DR. AUSTIN E. SMITH: editor, 
Journal of the American Medical 
Association . . . author of several 
medical books . .. a native of 
Belleville, Ontario, Canada. 


Epitor, THE SPECTATOR: 

One of the advantages of living in a 
free country is the right to prepare for 
the future as each man and woman 
sees fit. However, this preparation car- 
ries with it responsibilities which must 
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Indiana 


Per capita life ins. written, 1950, $331.60 
Per capita prem. paid during 1950, $39.76 
Per capita A. & H. prems. written, $14.22 
Per capita A. & H. losses paid, $8.53 
Per capita income during 1950, $1,451 
Percentage paid for life ins., 1950, 2.7% 
Percentage paid for A. & H. ins., 1.0% 
Per capita life ins. in force, $1,666.89 
Rank—as to per capita in force, 13 

Per capita death losses, 1950, $12.55 
Total State taxes per capita, 1950, $51.60 





Increase in Increase in Ord. 
State Income Life Production 
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be met by the wage earner if he is to 
keep himself and his family from be- 
coming destitute when financial crisis 
occurs. Loss of life can precipitate 
such a crisis for those who do not have 
resources on which to draw. The man 
who prepares for the future by secur- 





ing adequate life insurance is obviously 
willing to meet his full share of respon- 
sibilities. At the same time he is aiding 
in the preservation of individual and 
family freedom—a fact which some 
times is overlooked. 


Austin Smith, M. D. 


HOLLIS S. BAKER: president, 
Baker Furniture Company, 
Grand Rapids, Mich. 


Epiror, THE SPECTATOR: 


Life insurance certainly satisfies 4 
compelling need for every age group. 
The quest for security is a strong 
urge which starts fairly early in life 
and life insurance is one of those things 
which means “all things to all people.” 


Hollis S. Baker 
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Many good Producer 

} $ ar 
making MORE MONEY in 
small and medium size 
cities without selling more 
Policies than before! 


by rece HOW? 
eiving a BIGGER 
of the premiums under ee 


DIRECT CONTRACT 

We have a 800d line to 
sell and we will pay well 
to get the job done. 


et ee 


SES Sis ew © wrx 











A complete line of: 


LIFE 


eAccident 
eSickness eHospitalization 


Opportunities in Indiana, lowa, Kentucky, Missouri 
and Ohio. Write to me. 


J. DeWITT MILLS, Superintendent of Agents 


MUTUAL SAVINGS 


— 
M/S SOUR/S FIRST WHOLLY MUTUAL LEGAL RESERVE COMPANY, 
i 4 







































812 OLIVE STREET ST. LOUIS 1, MO. 








The Country’s Most Friendly 
Company Offers .. .« 


% Modern and attractive agent’s and general agent’s 
contracts to those looking for a permanent con- 
nection. 


% Complete line of life insurance policy contracts 
from birth to age 65 with full death benefit from 
age 0 on juvenile policy contracts. 


% Complete line of Accident and Health policy con- 
tracts with lifetime benefits. 


% Individual Family Hospitalization contracts with 
surgical, medical and nurse benefits. 


% Complete substandard facilities. 
% Educational program for field man. 
Strong, Progressive Company 


Older than 85%, of all legal reserve life 
| insurance companies 


COMPANY’S EXPANSION PROGRAM 


Offers Openings in California, Florida, Illinois, In- 
diana, Kansas, Michigan, Minnesota, Missouri, Ne- 
braska, New Jersey, North Dakota,Ohio and Wisconsin. 


NORTH AMERICAN LIFE 


INSURANCE COMPANY 
OF CHICAGO 
C. G. Ashbrook, Executive Vice President 
North American Building, Chicago 3, Illinois 
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Michigan 


Per capita life ins. written, 1950, $330.00 
Per capita prem. paid during 1950, $39.26 
Per capita A. & H. prems. written, $19.92 
Per capita A. & H. losses paid $13.94 
Per capita income during 1950, $1,583 
Percentage paid for life ins., 1950, 2.5% 
Percentage paid for A. & H. ins., 1.3% 
Per capita life ins. in force, $1,727.91 
Rank—as to per capita in force, 12 

Per capita death losses, 1950, $12.86 
Total State taxes per capita, 1950, $61.68 


Increase in Increase in Ord. 
State Income Life Production 
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AVERY BRUNDAGE: president 
of the American Olympic Associa- 
tion and chairman of the American 
Olympic Committee since 1929; 
president, Avery Brundage Co., 
builders . . . home is in Chicago, III. 


Epitor, THE SPECTATOR: 


My first life insurance was purchased 
over forty years ago, shortly after I 
graduated from the University and 
started to work. Since then I have sub- 
stantially increased the amount carried 
and from time to time have purchased 
large sums of term insurance in addi- 
tion. 

Having paid all these premiums 





National representative. 


Franchise, Group. 


H. R. KENDALL, Chairman 








Multiple-Line 
PERSONAL Protection 


Washington National is a multiple-line company, so far as 
personal protection is concerned. There is a policy to fit 
every individual need for coverage, and a premium to fit 
every budget. Anyone who has a need for personal insur- 
ance can get the right type of policy from a Washington 


Lines written: Life, Accident, Health, Hospitalization, 


Operates in 47 States, District of Columbia and Canada. 


Washington National is in the top 25 per cent of life 
companies in insurance in force; and among the largest 
accident and health stock companies in premium income. 


WASHINGTON NATIONAL 
INSURANCE COMPANY 


Evanston, Illinois 
R. J. WETTERLUND, President 


G. P. KENDALL, Secretary 
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without any return one might consider 
this a poor investment. This would, 
however, be a most erroneous assump- 
tion. The assurance that loved ones 
will be cared for in the event of un- 





timely death, not to speak of the ac- 
cumulated cash values, leave the pos- 
sessor of a life insurance policy in a 
much better frame of mind to face the 
world. A life insurance policy is one 
of the best assets a man can have. 


Avery Brundage 


Governor ADLAI E. STEVEN- 
SON: elected governor of Illinois 
in 1950. 


Epitor, THE SPECTATOR: 


The remarkable growth of the life 
insurance business is perhaps the best 
evidence of its public acceptance and 
the essential role it has come to play 
in our economic system. 

In its infancy in 1880 life insurance 
was a half million dollar business; 
today its assets exceed sixty-six billion 
dollars. 

Habits of thrift and a sense of re- 
sponsibility have been systematically 
developed among policyholders by the 
life companies. This has meant secur- 
ity for loved ones in the event of deaths 
and security for the policyholders and 
their families upon retirement. 

Furthermore, the large accumulation 
of individual savings has provided an 
invaluable source of capital which has 
been instrumental in the growth and 
development of our business structure. 


Adlai E. Stevenson 


Governor of Illinois 
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Golden 
Direct-Mail 


“Accumulator” 
“Guaranteed Money” 
“Independence Guarantor” 


Disability 
—on all policies 


“Top” Commission 
on 15 Policies 
(before grading) 


Vested 
Long- Term 
Renewals 


> WHY TRY TO THAT 
Men. / -————— WHY TRY TO MAKE IT 
oe = HARD. UNCERTAIN WAY 


Non-Contributory = 
Pension Plan 2 


TERRITORIES: 


Opportunities open in: California, Florida, 

Illinois, Indiana, lowa, Kansas, Kentucky, 
held in strict confidence Maryland, Michigan, North Carolina, Ohio, 

Write todoy for Details of the Agency Plan Pennsylvania, Texas, Virginia, Washington, 


S IW D.C, and West Virginia, 
oie SUR Aa COMPANY 


Inquiries 


amen @)itie, 


Columbus - 
F HADI 


Pre 
BEN 
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Over A 


QUARTER BILLION DOLLARS 


OF LIFE INSURANCE IN FORCE 
















FOR THIS ACHIEVEMENT THE COMPANY 
SALUTES ITS FIELDFORCE . 


INSURANCE SE) COMPA vy 


SW 
David O. McKay, President Salt Lake City, Utah 





PERTINENT STATISTICS 








] ASSETS Over $133,000,000 
INSURANCE IN FORCE Over $554,000,000 
BENEFITS PAID SINCE 1902 Over $ 58,000,000 | 


Aid Association for Lutherans 


Legal Reserve Fraternal Life Insurance 


Home Office APPLETON, WISCONSIN 




















America Truly Thankful 


for the men who saw with clear, unflinching eyes the nation to be—who 
fought, as we too have fought, in the cause of freedom, humanity and 
brotherhood. 


that we are free, in a world of prejudice and intolerance—free to live and 
speak and act and work and worship as we choose—free to elect our leaders 
and make our laws—free to make our mistakes and correct them. 











This is the greatness of America and in our prayer of 
thanks we would be strong that no power may ever 
be allowed to destroy this freedom of ours. 


PEOPLES LIFE INSURANCE COMPANY 


“The Friendly Company” 
FRANKFORT @ INDIANA 
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Governor WALTER J. KOHLER: 
elected governor of Wisconsin in 
1950. 


Epitror, THE SPECTATOR: 

We in Wisconsin believe in self-reli- 
ance and thrift, as is testified by the 
fact that we have a treasury surplus and 
have recently reduced our state income 
taxes. 

Thus I can speak for Wisconsin citi- 





zens generally, as well as for myself, in 

endorsement of life insurance as a 

sound means of providing family secur- 

ity. Life insurance is one of the key- 
stones of the American way of life. 

Walter J. Kohler, Jr. 

Governor of Wisconsin 


Senator HO MER FERGUSON: 
U. S. Senator from Michigan 
since 1943 . . . former Michigan 
circuit judge . . . home is in 
Deiroit. 


Epitor, THE SPECTATOR: 

Life insurance is everyman’s savings 
investment program. It provides him 
and his family with the independence of 
economic and social security. It is 





Per capita life ins. written, 1950, $305.80 
Per capita prem. paid during 1950, $53.26 
Per capita A. & H. prems. written, $16.13 
Per capita A. & H. losses paid, $9.71 

Per capita income during 1950, $1,752 
Percentage paid for life Bre 1950, 3. 0% 
Percentage paid for A. & H. ins., 9% 
Per capita life ins. in force, —- 
Rank—as to per capita in force, 7 

Per capita death losses, 1950, $18.12 
Total State taxes per capita, 1950, $43.62 


Increase in Increase in Ord. 
State Income Life Production 
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growth and expansion which is char- 
acteristic of American progress. 

Homer Ferguson 

U. S. Senator, Michigan 


Senator HUGH A. BUTLER: U. 
S. Senator from Nebraska, 1941 
to present . . . was a Nebraska 
businessman . . home is in 
Omaha. 


Epitor, THE SPECTATOR: 

The wide adoption use of life insur- 
ance by American families is a tribute 
to the sense of responsibility and the 





care for the future which is character- 
istic of the typical American family 
bread-winner. Life insurance is a part 
of the American way of life to an 
extent absolutely unknown in other 
Parts of the world. 
Senator Hugh Butler 
U. S. Senator, Nebraska 





indispensable to the American Way be- 
cause the profitable use of life insur- 
ance savings fosters the economic 


A good line means bigger gains for 


PROVIDENT LIFE PRODUCERS 









THE MEN IN THE FIELD who carry the ball for the Provident make 
bigger gains--and make them more consistently -- using the Provident’s 
. And production goals are reached 
more easily with the home office cooperation in the form of sales aids, 
training programs, etc. 


line of modern life coverages . . 


THIS LINE OF Provident life coverages also means a liberal scale of 
first-year commissions, nine renewals, service fees, a non-contributory 
pension plan, and a persistency bonus. 


4m 




















“The Complete Circle Of Personal Protection” 


LIFE 


To replace the breadwinner 
To guarantee comfortable retirement 
To provide security for the youngsters 


ACCIDENT & HEALTH 


A substitute Income during disability 


HOSPITALIZATION 


Ready cash to help through hospital 
expenses—for the family too 


SURGERY 


To meet family surgical bills 


BUILD A PROFITABLE “PERSONAL PROTECTION BUSINESS” 
WITH THE NORTH AMERICAN 


Send for the “Circle Of Protection” details 














North American Accident 


Insurance Company 
Chicago 4, Illinois 














209 S. LaSalle Street 
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Wiseonsin 


Per capita life ins. written, 1950, $210.88 
Per capita prem. paid during 1950, $39.69 
Per capita A. & H. prems. written, $11.59 
Per capita A. & H. losses paid, $7.67 
Per capita income during 1950, $1,431 
Percentage paid for life ins., 1950, 2.8% 
Percentage paid for A. & H. ins., .8% 
Per capita life ins. in force, $1,531.93 
Rank—as to per capita in force, 15 

Per capita death losses, 1950, $12.50 
Total State taxes per capita, 1950, $57.64 


Increase in 
State Income 


Increase in Ord. 
Life Production 
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Your prescription 


Governor FRANK J. LAUSCHE: 
elected governor of Ohio in 1945 
. » +» prior to that he was mayor of 
Cleveland . . . a native of that 
city. 

Epiror, THE SPECTATOR: 


In the ever-changing background of 
social and economic functions, this 
country must place its dependence on 
insurance as a bulwark against un- 
certainty and disorder. Insurance is 
playing a very important part in the 
protection of the lives and property 
of the citizens residing in this State 
and nation. 


for 
Greater Earnings... 











® Strong Lead Program 
® High Commissions 


660 Sterling Building 





Now in 
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GENERAL AGENTS, WRITING MEN— i 
Here’s What Sterling Offers You: : 


@ Liberal Renewals 
@ Modern Policies 


@ Active Home-Office Cooperation 
@ Profitable Territories, Coast to Coast 


New, broader-coverage policies set the pace for faster sales. These 
leading policies from Sterling’s complete line represent the finest 
in “‘selective security” that spell greater profits for you: 


V¥ Non-cancellable health and accident 

V Silver Seal Plan for medical, surgical and hospital care 
V Superior income protection with lifetime benefits 

V Hospital and surgical coverage for all ages 

V New doctor bills coverage 

V Lowest cost whole life insurance. 


For complete information on Sterling Selective Security, write: 


L. A. BRESKIN, President 


* Chicago, Illinois 


STERLING INSURANCE COMPANY 


23 States 











The future of insurance is certain if 
companies 
managed 


continue to be conserva- 


tively and understandingly 





supervised by the insurance depart- 
ments of the several States. 
Frank J. Lausche 


Governor of Ohio 


JOHN L. McCAFFREY: presi- 
dent, International Harvester Co. 
. .. has been with company since 


1909 . . . home is in Chicago. 


Epitor,’ THE SPECTATOR: 


My belief in the value of life insur- 
ance is based on two major considera- 
tions. First, I am for any program 
which encourages people to provide for 





themselves rather than look to some 
other person or agency—and life insur- 
ance does that. Second, I am sure that 
if we are to make progress, the habit 
of saving must be practised, in the fu- 
ture as in the past, and life insurance 
is one of the finest ways to save. 


John L. McCaffrey 


















Like father like son, the saying 

goes. So it’s not unusual that the 

father and son pictured above— 

George Pflanz, Jr., and George 

Pflanz I1[—would have the same 
interests. In their work as well as in their play they 
share a mutual understanding. Yes! The Pflanz’s of 
Des Moines are another famous Union Central father- 
son team. 

George Pflanz, Jr., joined The Union Central Life 
Insurance Company in 1911. Forty years add up to 
quite a record of service in the insurance field. And on 
the record stand years of service to the community as 
well. 

His son, George Pflanz, III, became a Union Central 
representative in 1945 and was recently appointed 
Manager of the Company’s Agency at Des Moines. 

“One of the things that will always stand out in my 
mind,” says George Pflanz, III, “tis the wonderful time 
I had as a boy. Dad was always able to make our life 
at home something very. special. My hope for my own 
children is that I will be able to give them the same ad- 
vantages—the same sense of happiness that Dad always 
provided for me.” 


No wonder George Pflanz III, was eager to follow in 
his father’s footsteps. Union Central not only provides 
its agents with the opportunity for financial security 
while active, but assures them of liberal retirement and 
pension arrangements. 

An alert, co-operative Home Office aids the men in 
the field with modern sales tools, made constantly more 
effective by research and testing. And, of course, Union 
Central offers a policy to meet every life insurance need 
from birth to age 70. 

Since 1867, generation after generation of life insur- 
ance agents have achieved success and security in The 
Union Central Life Insurance Company. 


The Union Central 
Life Insurance 
Company 


CINCINNATI, OHIO 
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west north 


central states 


Minnesota — lowa — Missouri — North Dakota 


South Dakota — Nebraska — Kansas 


Governor FORREST SMITH: 
elected governor of Missouri in 
1948 .. . home is in Jefferson 
City, Missouri. 


Epitor, THE SPECTATOR: 


I think that life insurance is the best 
security there is for old age. Every 
young person should take out all of the 
life insurance he or she can possibly 
afford so as to insure a happy, com- 
fortable existence, free from the fear of 
want, in the sunset of life. 

Forrest Smith 
Governor of Missouri 


Governor VAL PETERSON: 
governor of Nebraska since 1947 
+ « « a native of Oakland, Ne- 
braska. 


Epitor, THE SPECTATOR: 
The great bulk of life insurance is 
owned in this country by wage earners 


and people in quite moderate circum- 
stances. To them it represents in a 
large part their life savings, their prop- 
erty. 

When measured by the good it does, 
it is the most satisfying property they 
own. 


Val Peterson 


Governor of Nebraska 


Governor LUTHER W. YOUNG- 
DAHL: Governor of Minnesota 
. . » formerly a justice of the 
Minnesota Supreme Court... a 
native of Minneapolis. 


Epitor, THE SPECTATOR: 

I heartily recommend the purchase 
of life insurance. It offers protection 
for our most cherished and fundamen- 
tal institution—the home. It is an ex- 
cellent incentive to personal thrift. Es- 
pecially do I urge that young people 


—— 








~— 





.-+ beauty at one 


N 1934, when Marilyn Yvonne Miller 

of Pierre, South Dakota, was one 
year old, her photograph was submitted 
by proud parents for consideration in a 
contest being held at Chicago’s “Cen- 
tury of Progress” to determine “Amer- 
ica’s most beautiful baby.” Marilyn won 
the title and with it a $5,000 endow- 
ment policy with the Washington Na- 
tional Insurance Co., Evanston, Illinois. 
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-..and at seventeen 


The years passed and when Marilyn 
reached her 18th birthday recently, the 
policy matured. However, her parents 
elected to leave the money with Wash- 
ington National where it will draw 34% 
per cent interest for the next ten years. 

Looking as if she could still win a 
beauty contest, Marilyn now majors in 
music and art at the University of 
South Dakota. 






Minnesota 


Per capita life ins. written, 1950, $205.92 
Per capita prem. paid during 1950, $37.48 
Per capita A. & H. prems. written, $8.21 
Per capita A. & H. losses paid, $4.68 
Per capita income during 1950, $1,332 
Percentage paid for life ins., 1950, 2.8% 
Percentage paid for A. & H. ins., .6% 
Per capita life ins. in force, $1,425.17 
Rank—as to per capita in force, 19 
Per capita death losses, 1950, $12.69 
Total State taxes per capita, 1950, $63.38 


Increase in Increase in Ord. 
State Income Life Production 
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give careful consideration to the many 
benefits to be derived from policy own- 
ership. From personal experience, [ 
can say that life insurance adds much 
to family happiness and security. 


Luther W. Youngdahl 
Governor of Minnesota 


ALFRED M. LANDON: Republi- 
can nominee for the presidency 
in 1936 ... former governor of 
Kansas (1933-37) ... born in 
West Middlesex, Pa. .. . home is 
in Topeka, Kansas. 


Epitor, THE SPECTATOR: 

Life insurance has played a promi- 
nent part in the growth of modern 
finance and in the country’s general 
development. 

Many small savings have been and 
are being accumulated through life in- 
surance organizations to take their part 
in financing important enterprises and 
in protecting persons needing life in- 
surance protection. 

The faithful and honest performance 
of life insurance services in the line of 
investments and in offering protection 
where it is needed means much to the 
country’s stability and to family se- 
curity. 

Alfred M. Landon 


Former Presidential Candidate 





Iowa 


Per capita life ins. written, 1950, $166.15 
Per capita prem. paid during 1950, $32.80 
Per canita A. & H. orems. written, $11.95 
Per capita A. & H. losses paid, $7.39 

Per capita income during 1950, $1,417 
Percentage paid for life ins., 1950, 2.3% 
Percentage paid for A. & H. Ins., .8% 
Per capita life ins. in force, $1,315.71 
Rank—as to per capita in force, 22 

Per capita death losses, 1950, $8.37 
Total State taxes per capita, 1950, $55.70 


Increase in Increase in Ord. 
State Income Life Production 
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EDGEWATER BEACH HOTEL 


Chicago 





Where MEETINGS 
ano PERSONAL COMFORTS 


ai “INSURE ” 

















YOUR BEST INTERESTS AT HEART | 


Men rise by their own efforts. They slip back 
when enthusiasm dulls. That’s why it takes a 
going, growing organization with a genuine per- 
sonal interest in its men to help them produce 
most effectively. 


Western fieldmen are proud of their association. 
They like to be on their own—but know they 
can expect quick help when they need it. If you 
are interested in a scale of compensation far 
above average and want to share a healthy future 
with a healthy company .. . if you want more 
money or more leisure time for the same effort 
you are making now ... if you want to go places 
and enjoy it... better see Western soon about 
a personal producing General Agent’s Contract. 
Your Manager’s or General Agent’s recommen- 
dation will help! 





WESTERN LIFE INSURANCE COMPANY 


HELENA, MONTANA 


Assets Insurance In Force 
Over $45,000,000 Over $200,000,000 
R. B. Richardson LEE CANNON 
President Agency Vice President 


Serving The Insurance Needs For The West Since 1910 
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Well, maybe it is exaggerated— 
slightly. American United 
representatives DO get out and 
hustle. But this much of the 
picture is true: American United 








men are RELAXED. 


| 

l 

| 

| 

| 

| 

| 

| 

; They are relaxed, because the 

emphasis is on “how good” and 

| not on “how much”; because the 
| Agency Department is geared to 
| the thinking in the field; beeause 
| field problems are reconciled with 
| Home Office thinking; because 

| sales tools are designed by 

| successful, experienced men and 
| not dreamed up by swivel-chair 

| experts. 

| 

| 
| 


American United is going places . . . 
with a “size” that is big enough 

to be big and small enough to 

retain that friendly, human touch, 


AMERICAN UNITED LIFE INSURANCE COMPANY 
Home Office, Fall Creek Parkway at Meridian St. 
INDIANAPOLIS, INDIANA 


a 








* Pars 


Fifty-Eighth Year of 
Dependable Service 


* The State Life Insurance Company 
has paid $176,000,000 to Policyowners 
and Beneficiaries since organization 
September 5, 1894 . . . The Company 
also holds over $77,000,000 in Assets 
for their benefit . . . Policies in force 
number 102,000 and Insurance in 
force is over $212,700,000 . . . The 
State Life offers Splendid Agency 
Opportunities — with liberal contract, 
and up-to-date training and service 
facilities — for those qualified. 


we a Ww 


THE STATE LIFE 
INSURANCE COMPANY | 


Indianapolis, Indiana 


A Mutua Lecat Reserve Company Founpep 1894 
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Senator HUBERT H. HUMPH- 
REY, JR.: elected U. S. Senator 
from Minnesota in 1948 ... 
mayor of Minneapolis, 1945-48 
.. + born in Wallace, S. D. 


Epitor, THe SPECTATOR: 


Peace, freedom, and security are 
three words that have taken on ever 
greater meaning in these perilous days. 





The attainment of each of these is the 
responsibility of every individual. 
Americans believe in peace and want it. 
Americans believe in freedom and will 
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North Dakota 


Per capita life ins. written, 1950, $104.39 
Per capita prem. paid during 1950, $23.45 
Per capita A. & H. prems. written, $8.61 
Per capita A. & H. losses paid, $4.85 
Per capita income during 1950, $1.298 
Percentage paid for life ins., 1950, 1.8% 
Percentage paid for A. & H. ins., .7% 
Per capita life ins. in force, $896.39 
Rank—as to per capita in force, 43 
Per capita death losses, 1950, $5.25 
Total State taxes per capita, 1950, $62.90 


Increase in Increase in Ord. 
State Income Life Production 
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defend it at all costs. Thoughtful 
Americans believe in security. 

Insurance of all kinds—and life in- 
surance in particular, has a direct rela- 
tionship to security. It represents an 
investment for the present and the 
future. The benefits are primarily di- 
rected towards those most dear to one’s 
heart, the loved ones. A program of 
life insurance fosters those worthy 
habits of saving, planning, and invest- 
ing. No single economic program has 
done more to protect and preserve the 
family than life insurance. 


Hubert H. Humphrey 


U. S. Senator, Minnesota 












South Dakota 


Per capita life ins. written, 1950, $107.24 
Per capita prem. paid during 1950, $23.21 
Per capita A. & H. prems. written, $6.38 
Per capita A. & H. losses paid, $4.61 
Per capita income during 1950, $1,308 
Percentage paid for life ins., 1950, 1.8%, 
Percentage paid for A. & H. ins., .5% 
Per capita life ins. in force, $860.56 
Rank—as to per capita in force, 46 

Per capita death losses, 1950, $5.09 

Total State taxes per capita, 1950, $58.19 


Increase in Increase in Ord. 
State Income Life Production 
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Senator EDWARD J. THYE: 
U. S. Senator from Minnesota... 
formerly governor of that state 
- - « Born in Aberdeen, South 
Dakota . . . now resides in North- 
field, Minnesota. 


Epitor, THE SPECTATOR: 


I recognize the importance of life in- 
surance, particularly for the young man 
who has not accumulated financial se- 
curity for his family. Insurance serves 
as a protection for the family and it 
also provides a means of saving for the 
future. 


Edward J. Thye 


U. S. Senator, Minnesota 





YOU'LL FIND 


it profitable to check with us 
when you want to make the bes? 
possible placement of business. 


$1; Billions | $3 Billion 


of life insurance in 
in force assets 





If you are a full-time agent of another com- 
pany, see us first for business you will not 
be able to place with your own company. 


4 . 
Seecing policyowners 


from coast-to-coast 
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Governor SIGURD ANDERSON: 
elected governor of South Da- 
kota in 1950... former attorney 
general of that state . . . home is 


in Webster, S. D. 


Epiror, THE SPECTATOR: 

Throughout the ages man has sought 
security for himself and those depen- 
dent upon him. One of the best and 





most feasible ways of providing this 
security in this 20th Century is by set- 
ting up a program of adequate life 
insurance. There are countless instances 
attesting to the wisdom and desirability 
of a good life insurance program. Well 
may the terms insurance and security 
be considered synonyms and _inter- 
changeable. 
Sigurd Anderson 
Governor of South Dakota 


oF 


There are now more than 620 
life insurance companies in the 
United States, more than seven 
times the number in 1900. Over 
half of the companies are located 
west of the Mississippi. 
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Kansas 


Per capita life ins. written, 1950, $217.41 
Per capita prem. paid during 1950, $33.53 
Per canita A. & H. prems. written, $9.36 
Per capita A. & H. losses paid, $5.99 

Per capita income during 1950, $1,338 
Percentage paid for life ins., 1950, 2.5% 
Percentage paid for A. & H. ins., 7% 
Per capita life ins. in force, $1, 313.28 
Rank—as to per capita in force, 23 

Per capita death losses, 1950, $8.72 

Total State taxes per capita, 1950, $62.43 


Increase in 
State Income 


Increase in Ord. 
Life Production 
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Missouri 


Per capita life ins. written, 1950, $262.00 
Per capita prem. paid during 1950, $39.35 
Per capita A. & H. prems. written, $7.94 
Per capita A. & H. losses paid, $4.12 
Per capita income during 1950, $1,401 
Percentage paid for life ins., 1950, 2.8% 
Percentage paid for A. & H. ins., .6% 
Per capita life ins. in force, $1,559.92 
Rank—as to pér capita in force, 14 

Per capita death losses, 1950, $14.93 
Total State taxes per capita, 1950, $40.96 


Increase in 


State Income Life Production 
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Nebraska 


Per capita life ins. written, 1950, $176.02 
Per capita prem. paid during 1950, $34.36 
Per capita A. & H. prems. written, $11.09 
Per capita A. & H. losses paid, $6.98 
Per capita income during 1950, $1.467 
Percentage paid for life ins., 1950, 2.3% 
Percentage paid for A. & H. ins., 8% 
Per capita life ins. in force, $1,335.45 
Rank—as to per capita in force, 21 

Per capita death losses, 1950, $10.58 
Total State taxes per capita, 1950, $40.72 


Increase in Increase in Ord. 
State Income Life Production 
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‘CLIFF KNOWLER 


SURANCE COMPANY 


OF NEBRASKA 
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Senator KARL E. MUNDT: rep- 
resents South Dakota in the U. S. 
Senate .. . prior to his election in 
1948 he had been a member of the 
House since 1936. 


Eprror, THE SPECTATOR: 

Life insurance provides protection for 
loved ones during the productive years 
and safeguards the home in old age by 
securing the bereft against misfortune. 
As a means of investment, it encourages 
thrift. 

Karl E. Mundt 
U. S. Senator, South Dakota 





APPLICANTS WITH HEALED 


INSURED BY ded 









One in ten adults, it is estim- 
ated, suffers from peptic ulcers 
sometime during his life span. 
A recent revision of our under- 
writing of duodenal ulcer cases 
opens new markets for stan- 
dard insurance. 


Standard rates now 
available to your client 


*% Three months after a brief 
and uncomplicated duodenal ulcer 
attack. 


*% In the fifth year after the 
last of a series of uncomplicated 
attacks where there was no loss of 
time from work. 


% In the fifth year after a 
partial gastrectomy where there has 
been no recurrence of symptoms. 


CONTACT ONE OF THESE BRANCHES 
FOR MORE INFORMATION 


Baltimore Honolulu Portland 
Chicago Lansing Saginaw 
Cincinnati Los Angeles San 
Cleveland Newark Francisco 
Detroit Philadelphia Seattle 
Hartford Pittsburgh 


Also licensed in the District of 
Columbia, Arizona, Delaware and Idaho. 


YOUR OWN COMPANY FIRST THEN 


MANUFACTURERS 
LIFE COMPANY 


MSURANCE 
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ROBERT B. CALDWELL: ap- 
pointed chairman of the Federal 
Reserve Bank, Kansas City, Mo., 
in 1938 ... born in Vandalia, Mo. 


Epitor,; THE SPECTATOR: 

Life insurance provides security and 
protection for one’s famjly at a period 
in life when many people cannot other- 





wise make that provision; is a good in- 
vestment and encourages habits of thrift 
and saving; and is one of the most 
important factors contributing to the 
welfare of the individual and of the 
Nation. 


Robert B. Caldwell 


THOMAS E. BRANIFF: pres- 
ident, Braniff Airways, Inc., Aero- 
vias Braniff, S. A. of Mexico. 


Epitor, THE SPECTATOR: 


When a man marries, the best evi- 
dence of his sense of responsibility to 





























his family and to society is a life insur- 


ance policy. He should add to the 
amount of his insurance as rapidly as 
his responsibilities accumulate and his 
means permit. As the years go by, he 
will realize that his life insurance has 
not only contributed to his own personal 
satisfaction for a duty well performed, 
but the accumulations represented hy 
its loan and cash-surrender values are 
important sources of recourse in times 
of financial stress. Life insurance 
should be a “must” in every man’s life. 


Thomas E. Braniff 






UNUSUAL 
PENSION 
FACILITIES 


GROUP 
ANNUITIES 


Level Premium 
(10 to 50 lives : non-participating) 












Single Premium Deferred 
& Deposit Administration 
(Min. 50 lives: participating 
22% interest basis) 


PENSION 
ENDOWMENTS 


Issued on Non-Rejection Basis 

($1,000 insurance, $10 mo. income 

Min. 50 lives: non-participating 
234% income basis) 




















BROKERAGE INQUIRIES INVITED 


LIFE 


Insurance Company 


of 
VIRGINIA 


Established 1871 
Richmond, Va. 


Robert £. Henley, President 
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in a series of advertisements outlining advantages enjoyed by 
NUMBER THREE field underwriters of the Equitable Life of lowa 


BQUIPPED FOR 


SUCCESS 


Kiete associates of the Equitable Life of lowa are 





equipped for success. A direct mail system and a constructively 
developed range of promotional material provide effective . 
pre-approach and prospecting assistance. Selling aids in the form 


of sales literature and proposal forms are available for point of sale 


use, while many and varied are the good-will and prestige-building 


items supplied for follow-up purposes. Of major importance among 
all Equitable of lowa sales aids is the KEY TO SECURITY service, a 


comprehensive programming plan of amazing effectiveness. 


HQUITABLE 
Life Insurance Company 
OF IOWA 


Founded in 1867 in Des Moines 
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south atlantic states 


Deloware — Maryland — Virginia — West Virginia 


North Carolina — South Carolina — Georgia — Florida 


Governor THEODORE R. Mce- 
KELDIN: elected governor of 
Maryland in 1959. 


Epitor, THE SPECTATOR: 


Life insurance is, for the average 
man, the safe, sure way of building an 
estate. A man may build a home, and 
that is to the good, but in the long run 
his life insurance may save that home 
for his family. He may proceed with 
the accumulation of other funds to 





meet emergencies, but this accuinula- 
tion ceases when his earning power 
ends. In many instances, families who 
have lived in comfort during the life 
and health of the chief wage earner. 
eventually find that his life insurance 
provides the real difference for them 
between distress and security. 

It should be remembered, too, that in 
paying for life insurance, the insured 
is investing in sound industries an |! 
other businesses. 

Theodore R. McKeldin 


Governor of Maryland 


Senator RICHARD B. RUSSELL: 
U. S. Senator from Georgia... 
elected to Senate in 1932... 
previously he was governor of 
Georgia . . . a native of Winder, 
Georgia. 
Epiror, THE SpecTATOR: 

Life insurance has contributed as 
much or more than any other single 
factor to the establishment of the high 
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standard of living enjoyed by the 
American people. 

Not only is insurance one of the best 
investments that anyone may make, but 
through insurance we may create se- 
curity and protection for those for 


whom we are responsible. 


Richard B. Russell 
U. S. Senator, Georgia 





Delaware 


Per capita life ins. written, 1950, $458.60 
Per capita prem. paid during 1950, $61.04 
Per capita A. & H. prems. written, $7.87 
Per capita A. & H. losses paid, $3.63 
Per capita income during 1950, $1,909 
Percentage paid for life ins., 1950, 3.2% 
Percentage naid for A. & H. ins., .4% 
Per capita life ins. in force, $2,270.76 
Rank—as to per capita in force, 2 

Per capita death losses, 1950, $21.42 
Total State taxes per capita, 1950, $81.76 


Increase in Ord. 
Life Production 


Increase in 
State Income 
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Governor FULLER WARREN: 
elected governor of Florida for 
term 1949.53 . .. a lawyer in 
that state ... makes home in 
Jacksonville, Florida. 


Epitor, THE SPECTATOR: 


A major concern in our Twentieth 
Century economy is how to provide 
security for the individual against the 
hazard of helpless human dependency. 
Life insurance annuities have done 
much to reduce this social problem. 
And life insurance represents, in true 
American fashion, a cooperative effort 
combining the spirit of free enterprise 
and the initiative of progressive peoples. 

More than half of Florida’s citizens. 
along with millions of other Americans. 
have life insurance protection. These 
policyrolders have reason to be proud 
of the stewardship of their companies— 
end of the institution of life insurance. 
itself. For, as we all realize, life insur- 
ance encourages in American families 
the habits of responsibilitv. self-sacri- 
fice, and thrift, and sviritual values. All 
these are essential if America is to re- 
main the home of free men and women. 


Fuller Warren 


Governor of Florida 









Cc. C. PEARSON: president, gen- 
eral manager, director, The 
Glenn L. Martin Co., Baltimore, 
Md. .. . a native of California 
and a veteran of more than 20) 
years in the aviation industry. 


Epitor, THE SPECTATOR: 

We hear much in America these days 
about threats to the maintenance of 
our fundamental American liberties. 

In advertising, speeches, radio pro- 
grams and even cartoon comics, we are 
reminded that we must work and plan 
if freedom as we know it in America 
is to survive. It is the basic responsi- 
bility of American citizenship to cher- 
ish, plan and work for that freedom. 

As Americans, as head of families, 
we have another fundamental respon- 





sibility to plan ahead as well as work 
for our families. 

Easily available to us in this plan- 
ning and preparing for the future is 
the trustworthy assistance of thousands 
of especially trained experts in the field 
of life insurance. 

In the interest of the future well be- 
ing of our own families we should avail 
ourselves of the protection provided by 
life insurance, realizing that even as we 
take that step we are cooperating with 
an element of American private busi- 
ness which is a strong bulwark for a 
sound economy and a safe future for 
America. 

C. C. Pearson 


Irving S. Cobb, noted writer, said 
of life insurance: “] have invested in 
life insurance to make part of what | 
shall leave in this vale of tears fool- 
proof, friend-proof and promoter-proof 
as well as to make my later years 
pleasant with income if all else {ade 
away, when I can no longer wield 4 
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Owned and occupied exclusively by 


LIBERTY NATIONAL LIFE INSURANCE CO. 
FRANK P. SAMFORD, President 


BIRMINGHAM +t ALABAMA 





1. Liberal First Year 
Commissions. 


2. Vested Renewals 
Unsurpassed. 





= | 3. Bonus on 
: Quality Business. 
4. Personalized 
Home Office Service. 
5. Attractive Retirement 


INSURANCE COMPANY, INC. 
























INSURANCE IN FORCE 


We 


1910 
$94,130 
Protect 


The 


1930 
$41,609,741 


1950 


Family $201,000,711 





GROWTH 
Through 
SERVICE 








~ DURHAM LIFE 


INSURANCE COMPANY 


Home Office 
Raleigh, North Carolina 
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ERLE COCKE, JR.: immediate 
past commander American Le- 
gion... World War II veteran 
.-- he’s from Atlanta, Ga. 


Eprtor, THe Spectator: 


Life insurance provides the same pro- 
tection for the family that our armed 
forces provide for the nation. Our 
armed services guard against an attack 





which may come, but life insurance 
helps alleviate the suffering of a loss 
that is certain. 





ANICO representatives are 
Anico’s best advertisements 









Representative 


G. P. MALIN San Jose, California 


Mr. Malin came with ANICO in 
July of 1949. By the end of 1950 he 
was in the top bracket in income 
and a leader of his division. He is 
repeating in 1951. Mr. Malin is an- 
other example of how a Life Under- 
writer can build an outstanding per- 
sonal success through training, sales 
» aids, and the great line of policies 
ANICO offers. 


earnings. 


competition. 


agency force succeeds. 


program that can be devised. 






Over2 billions 
of life insurance 
in force 


W. L. MOODY, JR., PRESIDENT 
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You can grow with ANICO 


* A working contract that permits outstanding 
* Policies that stand out in value against any 


* A management philosophy that is based on the 
axiom that a company succeeds only when its 


* The most modern and effective selling aid 


For information without obligation 
address “Executive Vice-President” 


AMERICAN NATIONAL 
Jy me 2 puny 


GALVESTON, TEXAS 


The American Legion has consis- 
tently urged veterans of both World 
Wars to retain their government life 
insurance or to convert it or to rein- 
state it if it had lapsed. 

Erle Cocke, Jr. 





Maryland 


Per capita life ins.. written, 1950, $320.52 
Per capita prem. paid during 1950, $47.44 
Per capita A. & H. prems. written, $9.04 
Per capita A. & H. losses paid, $5.72 

Per capita income during 1950, $1,547 
Percentage paid for life ins., 1950, 3.1% 
Percentage paid for A. & H. ins., .6% 
Per capita life ins. in force, $1,744.63 
Rank—as to per capita in force, 11 

Per capita death losses, 1950, $16.63 
Total State taxes per capita, 1950, $55.91 


Increase in increase in Ord. 
State Income Life Production 
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Senator CLYDE R. HOEY: has 
been U. S. Senator from North 
Carolina since 1945... governor 


of that state (1937-41). 


Epitor, THE SPECTATOR: 


I have always been a believer in life 
insurance. I took my first policy when 
I was seventeen years of age and had 
begun the business of running a news- 
paper and I have continued through 
the years to add to it. 


I think life insurance does much 
to stabilize a man in his business or 
profession and certainly enables him 
to safeguard both his estate against 
insolvency and his family against de- 
pendency. 

I feel that every young man should 
be encouraged to take a reasonable 
amount of life insurance. 





Clyde R. Hoey 
U. S. Senator, North Carolina 








































Ease Your Selling Job with the 


ENDORSEMENT NUMBER 





Let the powerful testimonials and pictures 
presented in The Spectator Endorsement 
Number go to work for you. These en- 
dorsements help you win new customers, 
sell old customers. Order today, $1.50 per 
copy. Quantity prices: 25 copies @ .95; 
50 copies @ .85; 100 copies @ .75; 500 
or over @ .65. Write Dept. T. 


THE SPECTATOR 


56th & Chestnut Sts. 





Phila., Pa. 
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Senator 7 ae L. HOL- 
LAND: U. S. Senator from Flor- 
Mees Ad ee to his election 
as senator he served as governor 


of Florida from 1941-45. 


Epitor, THE SPECTATOR: 


It has been well said that “Life insur- 
ance is something a rich man can afford 
to carry, and a poor man cannot afford 
to be without.” No single business 
affords greater help in time of need, or 
makes more systematic and scientific 
preparation for meeting its obligations. 
Through depression and expansion 
alike, it has remained the most stead- 
fast of our great financial institutions. 

Although its activities have ex- 
panded until the payments to living 
policyholders are twice that to bene- 
ficiaries of those who have died, the 





protection of dependents must always 
be the primary object of life insurance, 
with disability indemnity secondary, 
and the investment features of the least 
importance, though by no means incon- 
sequential in themselves. 

Spessard L. Holland 
U. S. Senator, Florida 


MS RR A aS 
Virginia 


Per capita life ins. written, 1950, $250.48 
Per capita prem. paid during 1950, $33.98 
Per capita A. & H. prems. written, $6.50 
Per capita A. & H. losses paid, $3.35 

Per capita income during 1950, $1,158 
Percentage paid for life ins., 1950, 2.9% 
Percentage paid for A. & H. ins., .6% 
Per capita life ins. in force, $1,209.01 
Rank—as to per capita in force, = 

Per capita death losses, 1950, $9. 

Total State taxes per capita, 5950, $44.29 


Increase in 
State Income 





Increase in Ord. 
Life Production 
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Governor HERMAN E. TAL- 
MADGE. governor of Georgia 
since 1948 .. . practiced law in 
Atlanta. 


Epritor, THE SPECTATOR: 
I believe those of us in the legal pro- 


fession are the best apostles for life in- 
surance. We have been impressed time 
and again with the familiar pattern of 
tragedy which nearly always accom- 
panies loss of a family breadwinner 
when he is needed most. 

Usually he has a wife and one or 
more children and is just getting started 
on the road to a full life when the un- 
expected: happens. The home is not 
paid for and the children are just at 
an age when their requirements are 
greatest. 

I strongly urge all young married 
men and others who look forward io 
having a family some day to discuss 
their personal insurance needs with an 
experienced agent. You will never re- 
gret it. 


Herman E. Talmadge 


Governor of Georgia 





Columbian 
Mutual 
Life 


Tower 


Tennessee 





COLUMBIAN MUTUAL LIFE 
INSURANCE COMPANY 


ee 





Serving— 
Alabama 
Mississippi 


Tennessee 


Complete Life 


See 


Protection 








..-- DO YOU HAVE THE FOLLOWING SYMPTOMS? 


1. Hacking away at the same job day after day getting no place! 

2. See others pass you by and get agencies because they have been in 
service longer than you! 

3. Just barely making ends meet! 





We've got the medicine for you — a lucrative independent general agency. Write me for details. 


STANDARD LIFE INSURANCE CO. of IND. 


INDIANAPOLIS, INDIANA 


Florida * 
Maryland «+ 


GENERAL AGENCIES OPEN IN Arkansas + 
Georgia + 
Michigan «+ 
Tennessee * 


= Wary . Wade, President 


Arizona + Delaware 
Kentucky ° 


Pennsylvania 


Illinois *« Indiana + Lovisiana 
Missouri * 


Texas * Virginia 


New Mexico * 
* West Virginia 
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Governor ELBERT N. CARVEL: 
elected governor of Delaware in 
1949 . . . born, Shelter Island 
Heights, N. Y. . . . home is in 
Laurel, Delaware. 


Epitor, THe SPECTATOR: 


Ever since I have been working for 
a living, I have been carrying life in- 
surance. I sincerely believe that this 
form of insurance is important to the 
security of our nation, because it pro- 
vides assurance for the future. 

I would recommend to any young 
person just beginning a business career 
that he carry sufficient insurance to 
provide for the things he wants for his 
family and himself in the future. 

Elbert N. Carvel 
Governor of Delaware 


Senator J. ALLEN FREAR, JR.: 
U. S. Senator from Delaware 
since 1949, . . former commis- 
sioner of Old Age Welfare for 
that state . . . home is in Dover, 
Delaware. 


Epitor, THE SPECTATOR: 

Life insurance is a valued and inte- 
gral part of our way of life. Its bene- 
fits are reflected in many ways over and 
above the immediate effects it affords 


to beneficiaries. The habits of thrift, 
regular savings and confidence in 
American business which life insur- 





ance helps to cultivate are invaluable 
assets to success. 
J. Allen Frear, Jr. 


U. S. Senator, Delaware 


Governor W. KERR SCOTT: 
elected governor of North Caro- 
lina in 1948 ... former state 


commissioner of agriculture .. . 
a native of Haw River, N. C. 


Epitor, THE SPECTATOR: 

I feel that the institution of life in- 
surance has been an important factor in 
the development of this State. Through 
life insurance a man is enabled to set 
aside a part of his earnings to provide 
against possible future misfortunes. It 
is particularly important for a man with 
a family to protect his wife and chil- 
dren, as far as he is able, against loss 
of income in the event of his death. 
This I regard as the fundamental pur- 
pose of life insurance. Life insurance 
is also a means of providing against old 
age and of building up funds which can 
be drawn on in case of financial neces- 
sity. 

Life insurance dollars do double 
duty, for before they are needed to pay 
claims, many of them have been put to 
work through purchases of bonds and 
through loans to owners or builders of 
homes, apartments, and other buildings. 
In this way also, our State has bene- 
fited. 

I consider a life insurance policy to 
be one of the best investments that a 
man can make. 

W. Kerr Scott 
Governor of North Carolina 
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Jor E. Russet 
President 


business annually. 





We are thinking of our record. Starting only 
a few years ago, as a small company and having 
successfully competed for business with old, 
strong, well-established companies, we feel that 
today, although we are not nearly so large as 
many, we are fully as strong as most and have 
a splendid agency producing $30,000,000 of 


QNLY IN AMERICA 
COULD SUCH A THING HAPPEN 


No, competition is not dead. 
Opportunities are still present for those who 


wish to work. 


market.” 


san rlernalional Ssildity 


INSURANCE COMPANY 


FIDELITY BUILDING 





Federal regulations are not necessary. 


Big companies do not have a “corner on the 


Our Company is proof of the wonders in our 
competitive, free enterprise, capitalistic system. 


DALLAS, TEXAS 
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Governor OKEY L. PATTESON: 


governor of West Virginia since 
1948 . . . once a sheriff in that 
state. 


Epitor, THE SPECTATOR: 

From the increased amount of life 
insurance in force, it is evident that the 
people are recognizing their social obli- 
gation to provide for their families in 
case.of unforeseen events, and are 
meeting this obligation through the pur- 
chase of life insurance. Thus, in the 
typical American tradition, the people 
are guaranteeing their economic inde- 
pendence. 

Okey L. Patteson 
Governor of West Virginia 


Senator MATTHEW M. NEELY: 
U. S. Senator from West Virginia 
. . » formerly governor of that 
state and member, House of 
Representatives. 


Epiror, THE SPECTATOR: 

In my opinion, every day in the year 
life insurance is as indispensable to 
the security of the family as adequate 
defense is to the security of the nation 
during the present crisis which is rock- 
ing the world like a cradle. 

M. M. Neely 
U. S. Senator, West Virginia 


Senator BURNET R. MAYBANK: 
elected U. S. Senator from South 
Carolina in 1941 ... prior to 
that he was governor of the siute 
.-.a native of Charleston, South 
Carolina. 


Epitor, THE SPECTATOR: 

It is the duty and responsibility of 
every American to safeguard the future, 
the welfare and happiness of his family, 
and as far as possible to assure inde- 
pendence for himself in adversity and 
old age. I know of no better way to 
achieve these aims other than through 
a life insurance program. 

Burnet R. Maybank 
U. S. Senator, South Carolina 





West Virginia 


Per capita life ins. written, 1950, $196.33 
Per capita prem. paid during 1950, $26.46 
Per capita A. & H. prems. written, $9.64 
Per capita A. & H. losses paid, $6.38 

Per capita income during 1950, $1,049 
Percentage paid for life ins., 1950, 2.5% 
Percentage paid for A. & H. ins., .9% 

Per capita life ins. in force, $1,063.97 
Rank—as to per capita in force, 36 

Per capita death losses, 1950, $8.80 

Total State taxes per capita, 1950, $48.86 


Increase in Ord. 
Life Production 


Increase in 
State Income 
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North Carolina 


Per capita life ins. written, 1950, $207.85 
Per capita prem. paid during 1950, $25.59 
Per capita A. & H. prems. written, $5.36 
Per capita A. & H. losses paid, $3. 

Per capita income during 1950, $951 
Percentage paid for life ins., 1950, 2.7% 
Percentage paid for A. & H. ins., .6% 
Per capita life ins. in force, $993.41 
Rank—as to per capita in force, 40 

Per capita death losses, 1950, $6.32 
Total State taxes per capita, 1950, $52.44 


Increase in Increase in Ord. 
State Income Life Production 
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South Carolina 


Per capita life ins. written, 1950, $309.65 
Per capita prem. paid during 1950, $28.79 
Per capita A. & H. prems. written, $5.18 
Per capita A. & H. losses paid, $2.98 
Per capita income during 1950, $831 
Percentage paid for life ins., 1950, 3.5% 
Percentage paid for A. & H. ins., .6% 
Per capita life ins. in force, $1,078.71 
Rank—as to per capita in force, 35 

Per capita death losses, 1950, $8.21 

Total State taxes per capita, 1950, $42.51 


Increase in Ord. 
Life Production 


Increase in 
State Income 








Client's 
Family 


You're working hard to protect and 
preserve a ful! security for your clients. 
Are you thinking enough about your 
OWN security? 


Take a look at the advantages Pro- 
tective Life offers its General Agents 
. . opportunity, security, prestige. 


These make good bulwarks for the pro- 
tection of your own family, as well as 
of your clients. 


Get the facts. 








Security Works Both Ways 
wth PROTECTIVE LIFE 








PROTECTIVE LIFE 
Is a Real Career 


Our Compensation Plan — includes 
liberal first-year and renewal commis- 
sions, vested renewals, lifetime service 
commissions, hospitalization and sur- 
ical benefits, and a SPECIAL CASH 
ONUS FOR PERSISTENCY. 


Our Training Plan—includes office and 
field training in a 5-point earn-as- 
you-learn program. 


Complete line of Policy Contracts. 








GENERAL AGENCY OPENINGS IN KENTUCKY, WEST VIRGINIA, GEORGIA 
For full information write to C. B. Barksdale, Supt. of Agencies 


Serving i p R () T F [ T \ F I 7 F Insurance 
the South : ; sara 
Since 1907 Million 
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Georgia 


Per capita life ins. written, 1950, $305.10 
Per capita prem. paid during 1950, $29.42 
Per capita A. & H. prems. written, $6.50 
Per capita A. & H. losses paid, $3.59 

Per capita income during 1950, $969 
Percentage paid for life ins., 1950, 3.0% 
Percentage paid for A. & H. ins., .7% 
Per capita life ins. in force, $1,176.09 
Rank—as to per capita in force, 31 

Per capita death losses, 1950, $9.06 
Total State taxes ner capita, 1950, $36.28 


Increase in Ord. 
Life Production 


Increase in 
State Income 





Senator HARLEY M. KILGORE: 
U. S. Senator from West Virginia 
...member, Senate Committee 
on Appropriations. 


Epirtor, THE SPECTATOR: 

Life insurance is one of the bulwarks 
of our American way of life. Through 
insurance the risks which the individual 
faces may be shared with the group— 
which is one of the hallmarks of civili- 
zation. 

Through insurance the poorest man 
may build an estate, a share in the total 
wealth of the nation, for his own bene- 


“In order to be thankful today, 
to be thankful tomorrow.” 
Ig ims gave thanks in November for all 


; 


of the past year. The wise man of 


@ 


for the past and also for the secure 
d through his insurance plan. Trained So ind 
®presentatives are prepared to help each indie 
f arrange an insurance plan that will assure the 


d future. 


AND LIFE mul- 
services are 
able to you and 
ur policyholders 
bugh liberal bro- 
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fit and for the protection of those close 
and dear to him. 


Harley M. Kilgore 


U. S. Senator, West Virginia 


Senator HARRY F. BYRD: U. S. 
Senator from Virginia. ..mem- 
ber, Senate Committee on Fi- 
nance. 


Epiror, THE SPECTATOR: 

I have always regarded life insur- 
ance as an evidence of thrift, savings 
and foresight. 

No federal program can replace the 


great American institution of life im 
surance with respect to these viriues. 
Harry F. Byrd 


U. S. Senator, Virginia 
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A Story of Progress 


* Organized as Accident Company June, 1909 
* Premium Income 1909 
* Health Insurance added 1911 


-$ 9,197.70 
* Premium income 1911 


* Accident and Health premium income 1920 
* Accident and Health premium 


129,979.54 
income 1950 


. 1,786,860.87 
* Life Insurance added 1920 


12,453,427.71 
* Life insurance in force end of 1920 


500.00 
* Life Insurance premium income 1950... . 12,192,479.78 
* Total Premium income 1950 . 24,645,907.49 


* Life Insurance in force end of 1950... 471,443,758.00 


* Life Insurance in force June, 1951 


00,000,000.00 
Now with premium income in all lines more than double that of Life Insurance 
alone, B.M.A. has stepped into the Billion Dollar Class in terms of Life Insurance 


Throughout 34 states, the District of Columbia and Hawaii, B.M.A. provides 
personal income protection through Life, Accident, Health, Hospitalization, 
Surgical and Medical Care, Annuities and Reinsurance for more than 
600,000 policyowners and beneficiaries 


, agi O00 fy 
































irginia 





BUSINESS MEN’S ASSURANCE COMPANY OF AMERICA 


HOME OFFICE KANSAS CITY, MISSOURI*® BRANCH AND DISTRICT OFFICES IN MORE THAN 60 PRINCIPAL CITIES 
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Senator A. WILLIS ROBERT- 
SON: born in Martinsburg, W. 
Va. . . . home, Lexington, Va. 
... served in House of Represen- 
tatives before election as U. S. 
Senator from Virginia in 1948. 


Epitor, THE SPECTATOR: 


When I was eighteen years old it 
was necessary for me to borrow money 
for my college education and the only 





security for that loan which I could 
offer was $1,000 of insurance on my 
life. I have been an insurance policy- 
holder ever since and most of my small 
savings are in that type of investment. 
A. Willis Robertson 

U. S. Senator, Virginia 


WILLIAM H. RUFFIN: president, 
National Association of Manu- 
facturers ... he is president and 





treasurer, Erwin Mills, Inc., Dur- 


ham, N. C. 
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Epitor, THE SPECTATOR: 

No better protection is offered for a 
man’s family and often for his business 
than life insurance. Early in my busi- 
ness career, I started a line of insur- 
ance and I increased it as rapidly as 
possible until I reached the point that 
I felt my family would be well protected 
regardless of other investments. 

Insurance gives a feeling of great 
comfort in that respect and especially 
for the young man starting out in life 
with a family to protect. It is an easy 
way to create at once an estate. 

Life insurance is a most important 
factor in the national life of our country. 


William H. Ruffin 


General of the Army GEORGE 
C. MARSHALL: army chief of 
staff: 1939-45 .. . secretary of 
state, 1947-49 . . . president, 
American Red Cross, 1949 .. . 
Secretary of Defense, 1949-51 
. . . now retired to his home in 
Leesburg, Va. 


Epitor, THE SPECTATOR: 

The American life insurance policy 
is a great stabilizing influence in the 
economic and social life of our nation. 





As a factor in maintaining confidence 
during a period when the security of 
our institutions is increasingly depen- 
dent on the good faith and the indi- 
vidual efforts of our citizens, life insur- 
ance is an outstanding contribution to 
human welfare. 


General George C. Marshall 
* *& 


Remember: the cash values of 
every life insurance policy (with 
the exception of term) increases 
yearly—it never decreases. 


Senator WILLIS SMITH: elected 
U. S. Senator from North Caro. 
lina in 1950 .. . prominent 
lawyer in that state .. . home is 
in Raleigh, N. C. 


Epitor, THE SPECTATOR: 

I began early in my practice of |aw 
to buy insurance to such an extent as | 
could, and I have never regretted hay- 
ing that protection during the early 





part of my career and now that a great 
deal of it is paid up, it has given me a 
feeling of security that otherwise | 
might or might not have. 

Insurance, of course, combines a 
satisfaction and a feeling of security 
along with the results of well-selected 
investments. 


Willis Smith 


U. S. Senator, North Carolina 


Senator OLIN D. JOHNSTON: 
U. S. Senator from South Caro- 
lina . . . formerly governor of 
that state . . . a native of Spartan- 
burg, South Carolina. 


Epitor, THE SPECTATOR: 

It has come to my attention that you 
are dedicating one of your issues each 
year to the program of Life Insurance. 
I think that this is a great work you 
are doing and I want to lend my sin- 
cere endorsement to this issue of your 
paper. 

Life Insurance has meant so much 
to me that during my service in France 
in the First World War I continued 
to send my insurance payment home on 
each quarter so that my family would 
be fully protected during this time. 


Olin D. Johnston 
U. S. Senator, South Carolina 
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east south | 
central states 


Kentucky—Tennessee—Alabama—Mississippi 


Senator JOHN SPARKMAN: 
elected to the U. S. Senate from 
Alabama in 1948 . . . a member 
of the House of Representatives 
from 1937-47 . . . his home is in 
Huntsville, Alabama. 


Epriror, THE SPECTATOR: 


As one who owns a _ substantial 
amount of life insurance, certainly I 
can and do in all honesty recommend 
life insurance investment to others. I 
feel that life insurance provides sound 
individual and family security. For the 
sake of ourselves and our families each 
of us should adopt a wise life insur- 
ance plan. 

In addition to serving as security 
against the hazards of death, disability, 
and old age, life insurance is also a 
sound investment for savings, not sub- 
ject to the fluctuations that ordinarily 
accompany the ups and downs of the 
national economy. It can be utilized 
as a systematic savings plan, with no 
risk as to loss of principal. 

Besides building for family security 
and sound investment, life insurance 
serves in many ways to help the econ- 
omy of the nation. For example, much 
of the needed housing expansion has 
been made possible through investment 
of life insurance funds. Many other 
forms of life insurance investments 
that have helped the national welfare 
could be named. 

Life insurance has grown to be one 
of America’s most important businesses. 
It is contributing greatly to individual 
and national security. 


John Sparkman 
U. S. Senator from Alabama 


GEORGE WILLIAM HEALY, Jr.: 
vice - president, The Times- 
Picayune Publishing Co., New 
Orleans . . . began as reporter 
for the paper in 1926... during 
World War II, director, domestic 
branch, Office of War Informa- 
tion . . . born in Natchez, Miss. 


Epitor, THe SpecTAToR: 


I applied for my first life insurance 
policy when I was a 16-year-old news- 
paper carrier. It probably was one of 
the wisest things I ever did. 

Since that time, of course, I have 
applied for and have been written many 
other policies. With the counsel of 
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underwriters whom I know to be honor- 
able men, I have tried to assure my 
family and myself adequate protection. 
I say myself because my most recent 
applications have been for annuities. 
George W. Healy, Jr. 


Senator LISTER HILL: member 
of U. S. Senate since 1938... 
born, Montgomery, Alabama .. . 
represents that state. 


Epitor, THE SPECTATOR: 

Life insurance has contributed im- 
measurably to the building of security 
for the American family, to the peace 
of mind of its breadwinner and to our 
country’s economic strength and sta- 
bility. 

A policy is more than just life in- 
surance. It is a sound means of regu- 
lar saving. For millions of American 





families their life insurance savings 
have provided such opportunities as 
business, farm and home ownership 
and education. Every day American 
families draw upon the savings accumu- 
lated through life insurance premiums 
as their only source of meeting finan- 
cial emergencies of many kinds. 

The protection afforded my family 
by the policies which I hold is a great 
comfort to me. 

Lister Hill 
U. S. Senator, Alabama 





Kentucky 


Per capita life ins. written, 1950, $172.03 
Per capita prem. paid during 1950, $24.93 
Per capita A. & H. prems. written, $5.12 
Per capita A. & H. losses paid, $2.65 
Per capita income during 1950, $911 
Percentage paid for life ins., 1950, 2.6% 
Percentage paid for A. & H. ins., .6% 
Per capita life ins. in force, $936.57 
Rank—as to per capita in force, 42 

Per capita death losses, 1950, $7.52 
Total State taxes per capita, 1950, $36.33 


Increase in Ord, 
Life Production 


Increase in 
State income 








Tennessee 


Per capita life ins. written, 1950, $224.53 
Per capita prem. paid during 1950, $25.54 
Per capita A. & H. prems. written, $7.46 
Per capita A. & H. losses paid, $4.34 
Per capita income one 1 5 
Percentage paid for life ins., 1950, 2.7% 
Percentage pee for A. & H. ins., 8% 
Per capita life ins. in force, $1,036.47 
Rank—as to per capita in force, 38 

Per capita death losses, 1950, $7. 

Total State taxes per capita, 1950, $45.57 


Increase in Increase in Ord. 
State Income Life Production 
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Alabama 


Per capita life ins. written, 1950, $250.70 
Per capita prem. paid during 1950, $24.07 
Per capita A. & H. prems. written, $5.03 
Per capita A. & H. losses paid, $3.20 
Per capita Income during 1950, $836 
Percentage paid for life ins., 1950, 2.9% 
Percentage paid for A. & H. ins., .6% 
Per capita life ins. in force, $940.80 
Rank—as to per capita in force, 41 

Per capita death losses, 1950, $7.20 

Total State taxes per capita, 1950, $37.88 


Increase in Increase In Ord. 


State Income Life Production 
ere eg WET 17.1% 
Tv ccsecece ee 77.3 
1947. WB =——s veoesovsces 3.5 
1948. 8 8 = «s« @ OTE OES 3.1 
ea —e 8 =§6=—s 4 uaeanees 5.8 
Pei diestwoes ae sh veeseees 12.5 








Mississippi 


Per capita life ins. written, 1950, $117.68 
Per capita prem. paid during 1950, $12.50 
Per capita A. & H. prems. written, $4.33 
Per capita A. & H. losses vaid, $2.34 
Per capita income during 1950, $698 
Percentage paid for life ins., 1950, 1.8% 
aid for A. & H. Iins., .6% 
Per capita life ins. in force, $517.93 
Rank—as to per capita in force, 49 
Per capita death losses, 1950, $5.49 
Total State taxes per capita, 1950, $39.93 


Increase In Increase in Ord. 
State Income Life Production 
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THE VOLUNTEER STATE LIFE 
INSURANCE COMPANY 


CHATTANOOGA 1, TENNESSEE 


Life Insurance in Force 
Over $187,000,000.00 


CECIL WOODS, President 
T. B. HARRISON, Agency Vice President 


"Serving the Southlhioad 
Since 1903” 




















KENTUCKY CENTRAL 
LIFE AND ACCIDENT 
INSURANCE COMPANY 


Home Office: Anchorage, Kentucky 
® feo? 


Now beginning 
our 50th year 


of service 


xk 


District Offices in all principal cities of Kentucky, 
Ohio, Indiana, West Virginia, Pennsylvania and 
Delaware. 

















Agents! Do You Want— 


¢ Large Commissions 
v¥ Steady Renewals 
d Standard Policies 


{rates and provisions competitive 
with every old line legal reserve life 
company in the U. S.) 


¢¥ Special Policies 
(two of them, both sure-fire best 
sellers.) 


d Established Territories in the 
South 


dv Brand New Territories in 
Texas and Oklahoma 


v¥ A Sound Company 


National Equity Life has operated in the South for 28 
years, and is now expanding into Texas and Oklahoma. 
This may mean unusual opportunities for you. 


Write today for full information. 


NATIONAL EQUITY LIFE INS. CO. 
LitHe Rock, Arkansas R. D. Lowry, Pres. 





Leo. 















lV) Life 
lv) Health 
lv) Accident 


V Hospitalization 





lV) Group 
Vv) Salary Savings 
W) F ranchise 
Vv) Wholesale 


Ww Medical and Surgical V) Broker age 
Reimbursemen} 








Vv Reinsurance 






Registered Life Protection 


Republic National 


Life Insurance Company 


Theo. P. Beasley, President Home Office: Dallas 


Life Insurance in force exceeds $340,000,000.00 
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west south 


central states 


Arkansas — Louisiana — Oklahoma — Texas 


Governor SIDNEY S. McMATH: 
governor of Arkansas since 1949 
. .- former prosecuting attorney, 
18th Judicial District, Arkansas 
. - » home is in Little Rock. 


Epitor, THE SPECTATOR: 


I have seen life insurance dollars at 
work and I know their value . . . dol- 
lars which comfort, which provide the 
necessities of life, which educate chil- 
dren. I have seen other families un- 
necessarily distressed . . . hungry, ill- 
clothed . . . and mothers with that 
inevitable look of hopelessness .. . all 
of which life insurance might have 
avoided. I am thankful that life insur- 
ance dollars are giving new hope to the 
widows and children, the mothers and 
fathers of the men in my battalion we 
lost on Bougainville. It makes my visits 


with them easier, and each visit always 
prompts a silent prayer on my part that 
I insisted every man own life insur- 


eee Sid McMath 
Governor of Arkansas 


Senator ROBERT S. KERR: U. 
S. Senator from Oklahoma... 
was governor of the state previ- 
ously. 


Epitor, THe SpecTATOR: 


As to the value of life insurance, it 
gives me pleasure to say that I know of 
no sounder investment available to the 
average man, whatever his vocation or 
profession, than a reasonable amount of 
life insurance, based on his ability to 


ds Robert S. Kerr 
U. S. Senator, Oklahoma 






Texas 


Per capita life ins. written, 1950, $276.50 
Per capita prem. paid during 1950, $30.07 
Per capita A. & H. prems. written, $8 73 
Per capita A. & H. losses paid, $5.25 
Per capita income during 1950, $1,278 
Percentage paid for life ins., 1950, 2.4° 
Percentage paid for A. & H. ins., .7° 
Per capita life ins. in force, $1,247.46 
Rank—as to per capita in force, 26 

Per capita death losses, 1950, $7.59 


Total State taxes per capita, 1950, $40 85 
Increase in Increase in Ord, 
State Income Life Production 
Ts cc ccec® GR os evcvnse 22.0°, 
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Governor EARL LONG: gover- 
nor of Louisiana . . . also served 
as governor for one term in 1939 
. . . his home is in Winnfield, 
Louisiana. 


Epiror, THE SPECTATOR: 

Life insurance is one of the greatest 
institutions of modern civilization. It 
offers the right-minded citizen the great 
satisfaction of knowing that to his 
family the sorrow of death need not 
be attended by the added sorrow of 
privation. 

Earl K. Long 


Governor of Louisiana 
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STRENGTH ... 
















= PROGRESSIVENESS . . . 
“ SECURITY .. . 


1939 
nell, 
For millions of Americans, life is at once the cornerstone 

atest . ° e 
. i and the keystone of financial independence. It alone 
great 

his ‘ 
es. offers persons of all income levels the means to estab- 
yw of 
: lish, according to individual needs, their own freedom 
ong 
isiana 


from financial want. 





To provide this guarantee of economic security requires 
the sound strength which can be acquired only under 
the competitive enterprise system. The progressiveness 
of life insurance companies, operating under this system, 
has developed the protective mantle of life insurance to 
cover every financial need for those who die too young 


and those who live too long. 





—_— 4 
GREAT SOUTHERN 








INSURANCE COMPANY 


HOME OFFICE HOUSTON 1, TEXAS 
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Arkansas 


Per capita life ins. written, 1950, $117.47 
Per capita prem. paid during 1950, $15.53 
Per capita A. & H. prems. written, $4.32 
Per capita A. & H. losses paid, $2.28 
Per capita income during 1950, $825 
Percentage paid for life ins., 1950, 1.9% 
Percentage paid for A. & H. ins., .5% 
Per capita life ins. in force, $592.77 
Rank—as to per capita in force, 48 

Per capita death losses, 1950, $5.19 
Total State taxes per capita, 1950, $44.50 


Increase in 
State Income 


Increase in Ord. 
Life Production 


a BO fkccticed 22.0% 
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Louisiana 


Per capita life ins. written, 1950, $206.62 
Per capita prem. paid during 1950, $24.18 
Per capita A. & H. prems. written, $5.44 
Per capita A. & H. losses paid, $3.11 
Pair capita income during 1950, $1,045 
Percentage paid for life ins., 1950, $2.3% 
Percentage paid for A. & H. ins., .5% 
Per capita life ins. in force, $1,027.53 
Rank—as to per capita in force, 39 

Per capita death losses, 1950, $10.69 
Total State taxes per capita, 1950, $89.79 


Increase in Increase in Ord. 
State Income Life Production 
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1946..... oo 2 océéeecwen 49:6 . 
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Governor ALLAN SHIVERS: 

elected governor of Texas in 

1950. 

Epitor, THe SPECTATOR: 
Life-insurance today is recognized as 

a necessity for the American citizen. Its 

popularity and importance is empha- 





sized by the tremendous growth of the 
insurance industry. 

More than 80,000,000 people now 
have recognized the value and sound- 





ness of life insurance by obtaining poli- 
cies on their lives. 

I always have been a firm believer in 
life insurance both as an investment and 
as a means of security. It is something 
that can be possessed by people in all 
walks of life. Life insurance has grown 
into an American tradition. It is an 
important factor in our American way 
of life. 

Allan Shivers 
Governor of Texas 





Oklahoma 


Per capita life ins. written, 1950, $197.40 
Per capita prem. paid during 1950, $24.58 
Per capita A. & H. prems. written, $804 
Per capita A. & H. losses paid, $5.29 
Per capita income during 1950, $1,070 
Percentage paid for life ins., 1950, 2.3% 
Percentage paid for A. & H. ins., .8% 
Per capita life ins. in force, $1,052.98 
Rank—as to per capita in force, 37 

Per capita death losses, 1950, $8.48 

Total State taxes per capita, 1950, $70.76 


Increase in Increase in Ord. 
State Income Life Production 
eS oS agen ere $7.5% 
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To the Editor of Tue Spectator, 
Wendell Willkie once wrote: “Life in- 
surance reflects the age-old urge for 4 
man to protect his family and as such is 
one of the bulwarks of society.” 





Ww 


OPPORTUNITIES 
for General Life Agents 


This rapidly expanding Company has territories open in many sections of the 
U. S. for alert, aggressive general agents in its life department. To such 
general agents, we offer: 
1. A complete line of policies, par and non-par, adult and juvenile. 

Tested special policies and selling plans. 


2. Excellent home office service. Constructive underwriting with 
liberal non-medical and sub-standard practices. 


An established Company, licensed in 38 States. 
Modern agency contracts with vested renewals. 


If interested in discussing a general agency connection, write direct to 
S. J. Gilbert, Vice President and Life Agency Manager. 


RESERVE LIFE 


INSURANCE 


RESERVE LIFE BUILDING 
DALLAS, 


TEXAS 


COMPANY 
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mountain states 


Montana — Idaho — Wyoming — Colorado 


Arizonia — New Mexico — Utah — Nevada 





Governor JOHN W. BONNER: 
elected governor of Montana in 
1950. 


Epiror, THE SPECTATOR: 


In a highly competitive world, life 
insurance has risen in importance al- 
most to the level of necessity with the 
basic human requirements of food, 
clothing and shelter. 

It fulfills the inherent desire of every 
individual to provide for himself and 
for his dependents beyond his produc- 
tive years. 

That this means of security is avail- 
able to everyone and that life insurance 
management has contributed as well to 
our nation’s economy through all types 
of investments permitted by law, has 
accounted for general public confidence 
in this system and resultant phenomenal 
growth of the insurance industry. 


John W. Bonner 


Governor of Montana 








Nevada 


Per capita life ins. written, 1950, $186.22 
Per capita prem. paid during 1950, $29.98 
Per capita A. & H. prems. written, $6.74 
Per capita A. & H. losses paid, $5.80 
Per capita income during 1950, $1.875 
Percentage paid for life ins., 1950, 1.6% 
Percentage paid for A. & H. ins., .4% 
Per capita life ins. in force, $1,120.15 
Rank—as to per capita in force, 33 

Per capita death losses, 1950, $9.92 
Total State taxes per capita, 1950, $68.75 


Increase in Increase in Ord. 

State Income Life Production 
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Senator PATRICK C. McCAR- 
RAN: has represented Nevada in 
the U. S. Senate since 1933... 
chairman, Senate Judiciary Com- 
mittee. 

Epitor, THE SPECTATOR: 

I believe that the life insurance busi- 
ness is a most important segment of 
our economic life. It is clearly in the 
public interest to take every step neces- 


United States 


sary to preserve and foster the con- 
tinued growth and well-being of the 
insurance industry. The individual 
citizens, and the nation as a whole, are 
recognizing the desirability of partici- 
pating in this democratic method of 





voluntarily sharing our risks. My hope, 

and my conviction, is that this trust 

will continue to be as well justified as 
it has been in the past. 

Pat McCarran 

U. S. Senator, Nevada 


Alaska and Hawaii 










Your 







OVER $800,000,000 OF INSURANCE IN FORCE 


Clients Are 


ovr FIRST 


Consideration ! 















LIFE INSURANCE 
ENDOWMENTS 
ANNUITIES 
COMBINATIONS 


LIFE - HEALTH + ACCIDENT 


GROUP INSURANCE 
HEALTH & ACCIDENT 
HOSPITAL 

















UNITED BENEFIT LIFE INSURANCE CO. 


ONE OF AMERICA’S 


FOREMOST LIFE 


INSURANCE 





COMPANIES 
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Governor DAN THORNTON: 
elected governor of Colorado in 


1950. 


Epiror, THe Spectator: 

Security is a goal sought by all Amer- 
ican citizens—security for himself and 
his family. 

This security cannot be given a citi- 
zen on a silver platter. Our American 
traditions and precedents demand that 
he work diligently and plan carefully. 
Life insurance can and does become 
an excellent means to carry out his 
financial security plan effectively and 


safely. 
Dan Thornton 


Governor of Colorado 





A Real 
Sales-Maker 


The LNL representative rec- 
ognizes his Company’s Mort- 
gage Redemption Plan as a 
valuable sales-maker. He finds 
that his prospects like this 
plan because: 


1. The amount of insurance 
decreases as the mortgage 
reduces. 


2. The premium 


smaller each year. 


grows 


3. Substantial permanent in- 
surance remains after the 
mortgage is paid. 


This well-tailored Mortgage 
Redemption Plan provides an- 
other reason for our proud 
claim that LNL is geared to 
help its field men. 





The 
LINCOLN NATIONAL 
Life Insurance Company 


Fort Wayne 1, Indiana 
Its Name Indicates Its Character 
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Colorado 


Per capita life ins. written, 1950, $234.73 
Per capita prem. paid during 1950, $37.82 
Per capita A. & H. prems. written, $6.79 
Per capita A. & H. losses paid, $3.57 

Per capita income during 1950, $1,392 
Percentage paid for life ins., 1950, 2.7% 
Percentage paid for A. & H. ins., .5% 
Per capita life ins. in force, $1,465.55 
Rank—as to ver capita in force, 18 

Per capita death losses, 1950, $12.56 

Total State taxes per capita, 1950, $67.17 


Increase in Increase in Ord. 
State Income Life Production 
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i See — 2.7 11.0 
eee 10.6 10.3 








Governor J. BRACKEN LEE: 
governor of Utah since 1949... 
a native of Price, Utah ... served 
as mayor, 1936-37. 


Fornor, THe Spectator: 
Life insurance has long since become 





Wyoming 


Per capita life ins. written, 1950, $166.51 
Per capita prem. paid during 1950, $27.46 
Per capita A. & H. prems. written, $5.71 
Per capita A. & H. losses paid, $2.86 
Per capita income during 1950, $1,509 
Percentage paid for life ins., 1950, 1.8% 
Percentage paid for A. & H. ins., .4% 
Per capita life ins. in force, $1,087.16 
Rank—as to per capita in force, 34 

Per capita death losses, 1950, $8.24 

Total State taxes per capita, 1950, $61.86 


Increase in Increase in Ord. 
State Income Life Production 
Are 6.7% 16.3% 
Se a -. waxcewnaen 59.7 
1947.. 16.5 12.0 
1948. 2.5 ie 5.8 
1949. 5 — 2.8 
1950. | Ae 18.2 











Utah 


Per capita life ins. written, 1950, $290.50 
Per capita prem. paid during 1950, $33.39 
Per capita A. & H. prems. written, $7.19 
Per capita A. & H. losses paid, $4.37 
Per capita income during 1950, $1,271 
Percentage paid for life ins., 1950, 2.6°, 
Percentage paid for A. & H. ins., .6°, 
Per capita life ins. in force, $1,394.30 
Rank—as to per capita in force, 20 

Per capita death losses, 1950, $8.88 

Total State taxes per capita, 1950, $63.86 


Increase in Increase in Ord. 

State Income Life Production 

es tleuaed RS ne 16.7% 
1946.. ee eee 48.3 
ar , ) errs — §.7 
he xe+obnes 2 errr Te 14.5 
5 — 3.4 
1950... e060 evndeecoas 27.2 





an economic institution in our country 
—the buffer against privation and a 
boon to those needing it most at a diff 
cult and trying time in their lives. 


J. Bracken Lee 


Governor of Utah 





Arizona 


Per capita life ins. written, 1950, $172.90 
Per capita prem. paid during 1950, $23.07 
Per capita A. & H. prems. written, $5.15 
Per capita A. & H. losses paid, $2.73 
Per capita income during 1950, $1,240 
Percentage paid for life ins., 1950, 1.9% 
Percentage paid for A. & H. ins., .4% 
Per capita life ins. in force, $884.86 
Rank—as to per capita in force, 44 

Per capita death losses, 1950, $6.60 

Total State taxes per capita, 1950, $64.00 


Increase in Increase in Ord. 

State Income Life Production 

.. Sear a  ~6n¢eeheu<s 19.4%, 
8 ~<ea00 36.4 
Se See ae §6«6“seadekee ee 30.8 
ES ake gare a weieeubiaie 9.1 
eae a a © tac cenenedl —11.1 
a i ere 33.5 











The Pacific National Life man can’t MISS with these rates. His 
whole policy portfolio is just as up-to-date as these premiums 
and of course his Company is keeping one step ahead of the 
industry in all other departments. 

A number of choice G.A. openings in the West. 
Ken Cring, Vice-President and Superintendent of Agencies. 


PACIFIC NATIONAL 
LIFE ASSURANCE COMPANY 


411 East South Temple - Salt Lake City, Utah 
Ray H. Peterson, President 
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Gevernor EDWIN L. MECHEM: 
elected governor of New Mexico 


in 1950. 


Epiror, THE SPECTATOR: 

judged from any point of view, the 
purchase of life insurance is undoubt- 
edly the most important investment a 
man can make. 

The fact that my wife and children 
will be financially cared for, regardless 
what may happen to the family bread 
winner, gives me peace of mind of an 
inestimable value. 

Edwin L. Mechem 


Governor of New Mexico 


Senator EDWIN C. JOHNSON: 
U. S. Senator from Colorado 
since 1936 . . . served as gov- 
ernor of that state 1933-37... 


resides in Craig, Colorado. 


Epiror, THE SPECTATOR: 

The human instinct to crave security 
is God’s best gift to man. To respond 
to its challenge through the purchase 
of life insurance is an excellent proof 
of good citizenship. 

Edwin C. Johnson 
U. S. Senator, Colorado 


Senator HENRY C. DWORSHAK: 
born in Duluth, Minnesota... 
former publisher, Burley (Ida- 
ho) Bulletin and member House 


of Representatives . . . elected 
U. S. Senator from Idaho, 1943. 


Epiror, THe Spectator: 

It is my belief that the fundamental 
desire for security can most nearly 
be satisfied through the wise use of 
life insurance. It appears to me that 
one of the few stabilizing factors re- 
maining in our social life today is that 
of life insurance. 

Henry C. Dworshak 
U. S. Senator, Idaho 








Montana 


er capita life ins. written, 1950, $160.34 
s* capita prem. paid during 1950, $29.97 
er capita A. & H. prems. written, $6.37 
cr capita A. & H. losses paid, $3.45 
er capita income during 1950, $1,605 
rcentage paid for life ins., 1950, 1.9% 
reentage paid for A. & H. ins., .4% 

® capita life ins. in force, $1,139.90 
ink—as to per capita in force, 32 

r capita death losses, 1950, $9.78 

otal State taxes per capita, 1950, $50.76 


Increase in Ord. 
Life Production 
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Increase in 
State Income 
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New Mexico. 


Per capita life ins. written, 1950, $168.80 
Per capita prem. paid during 1950, $18.38 
Per capita A. & H. prems. written, $5.28 
Per capita A. & H. losses paid, $2.80 
Per capita income during 1950, $1,109 
Percentage paid for life ins., 1950, 1.7% 
Percentage paid for A H. ins., .5% 
Per capita life ins. in force, $695.33 
Rank—as to per capita in force, 47 

Per capita death losses, 1950, $4.31 
Total State taxes per capita, 1950, $74.89 





Increase in Ord. 


Increase in 
Life Production 


State Income 
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Idaho 


Per capita life ins. written, 1950, $145.92 
Per capita prem. paid during 1950, $23.49 
Per capita A. & H. prems. written, $6.87 
Per capita A. & H. losses paid, $4.22 
Per capita income during 1950, $1,287 
Percentage paid for life ins., 1950, 1.8% 
Percentage paid for A. & H. ins., .5% 
Per capita life ins. in force, $880.79 
Rank—as to per capita in force, 45 

Per capita death losses, 1950, $6.68 
Total State taxes per capita, 1950, $50.93 


Increase in Ord. 


Increase in 
Life Production 


State Income 
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information. 


ASSOCIATES: 





OUR FILES 
ARE NEVER SEALED! 


We try to say Yes even when a case is difficult. Our 


underwriting is open-minded . . . constantly liberalizing. 


NO CASE HOPELESS UNTIL 
THE PRODUCER ABANDONS HOPE 


Underwriting files open automatically when the pro- 


ducer gives us new information or a fresh slant on old 


Another Continental PLUS! 
ORDINARY @ GROUP @ GROUP PERMANENT 


CONTINENTAL ASSURANCE 
COMPANY 


Continental Casualty Company 
Transportation Insurance Company 
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pacific states 


Washington — Oregon — California 


Governor EARL WARREN: gov- 
ernor of California since 1943 
. . » Republican vice-presidential 
candidate in 1948 . . ..a native 
of Los Angeles. 

Eviror, THE SpeEcTATOR: 

As governor of a State which is rec- 
ognized as the insurance center of the 
West, and as one who is a firm believer 
in the value of the protection that 
comes to the man or family from life 
insurance, I consider insurance to be 
important both to the individual and 
to our economy. 

The men whose responsibility it is 
to interpret for, and advise policy- 
holders, have a means of materially 
advancing both individual security and 
public welfare. 

Earl Warren 
Governor of California 


Senator RICHARD NIXON: 
elected to the U. S. Senate from 
California in 1950. 


Epiror, THe SPECTATOR: 

No husband and father can say that 
he has adequately protected his loved 
ones against economic disaster oc- 
casioned by his premature demise, 


unless he has maintained a _ well-bal- 
anced program of life insurance. 

Such a program may sometimes en- 
tail the sacrifice of some luxuries on 
the part of the husband and wife, but 
the maintenance in force of the hus- 
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California 


capita life ins. written, 1950, $273.59 
capita prem. paid during 1950, $39.12 
capita A. & H. prems. written, $11.71 
capita A. & H. losses paid, $7.74 
capita income during 1950, $1,751 
Percentage paid for life ins., 1950, 2.2% 
Percentage paid for A. & H. ins., .7% 
Per capita life ins. in force, $1,506.78 
Rank—as to per capita in force, 17 
Per canita death losses, 1950, $12.76 
Total State taxes per capita, 1950, $76.61 


Increase in Increase in Ord. 
State Income Life Production 


band’s insurance should be one of the 
major objectives in any family budget. 
Even though no contingency occurs 
which matures the policy, the proceeds 
of the sums contributed with accumu- 
lated interest, make a sound investment 
toward the higher education of one’s 
children or its leisurely enjoyment by 
husband and wife in later life. 
Richard Nixon 
U. S. Senator, California 


ERIC A. JOHNSTON: economic 
stabilization director; president 
Motion Picture Producers and 
Distributors Association . . . past 
president, U. S. Chamber of Com- 
merce . . . home is in Spokane, 


Wash. 


Eprtor, THE SPECTATOR: 

Life insurance is one of the greatest 
developments that the genius of man 
has contrived for the security of the 
individual citizen and his family. The 
enormous development of life insurance 


Oregon 


capita life ins. written, 1950, $210.52 
capita prem. paid during 1950, $31.22 
capita A. & H. prems. written, $6.66 
capita A. & H. losses paid, $3.41 
capita income during 1950, $1,523 
Percentage paid for life ins., 1950, 2.0% 
Percentage paid for A. & H. ins., .4% 
Per capita life ins. in force, $1,190.23 
Rank—as to per capita in force, 30 
Per capita death losses, 1950, $10.98 
Total State taxes per capita, 1950, $65.75 


Increase in Ord. 
Life Production 


Increase in 
State Income 


is identical with our free enterprise sys. 
tem and the American way of life. It 
is synonymous with good citizenship 
because every policy of life insurance 
is a goal for the attainment of indi- 
vidual security and economic freedom 
and a plan for the attainment of that 
goal. 

To the great companies and organi- 
zations that constitute the institution of 
the life insurance is due credit for their 
immense contribution to the economic 
development and stability of the United 
States. Not only have they made it 
possible for the individual to build an 
estate for the protection of his family; 
but also through the sound management 
of the billions of dollars entrusted to 
their care, their loans to the Federal 
Government, to states and municipali- 
ties, utilities and home owners, are 
largely responsible for the amazing de- 
velopment of America’s resources and 
the attainment of the Nation’s outstand- 
ing position. 


Eric A. Johnston 


Insured for a Million 


MILLION dollar life insurance 
policy was issued for the first time 
by the Occidental Life of California to 
a Hollywood motion picture company 
on the life of one of its prominent di- 
rectors. The sale was made by Albert 
G. Ruben, broker, through the Leisure, 
Werden and Terry Agency, Los Angeles. 
Broker Ruben has written million dol- 
lar cases several times on Hollywood 
personalities. He said that the Occi- 
dental policy is the first one that he 
has ever had come through on one 
contract as the result of one appli- 
cation. 


MILLION DOLLAR POLICY: Oc 
cidental Life’s first million dollar 
policy is delivered by Clarence 
Lett, Leisure, Werden and Terry 
Agency, to Albert Ruben, the 


broker who wrote the case. 
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Washington 


Per capita life ins. written, 1950, $211.67 
Per capita prem. paid during 1950, $32.29 
Per capita A. & H. prems. written, $6.79 
Per capita A. & H. losses paid, $3.76 
Per capita income during 1950, $1,642 
Percentage paid for life ins., 1950, 2.0% 
Percentage paid for A. & H. ins., .4% 
Per capita life ins. in force, $1,250.51 
Rank—as to per capita in force, 25 

Per capita death losses, 1950, $10.32 
Total State taxes per capita, 1950, $84.49 


Increase in Ord. 
Life Production 


Increase in 
State Income 
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Take a Number 
from 10 to 50 


Take ANY NUMBER from 10 to 50, so long as 
it represents the number of years the client's 
family will need monthly income. 

Is it 17, 23, 372 Never mind. Occidental will 
write its Family Income plan for that exact num- 
ber of years. Our Family Income pays monthly 
benefits to the selected age of the beneficiary. 


And we’ll put it on any Life, Endowment or 
Term policy that continues or renews as long 
as the income period. Or we'll write it without 
a basic policy. (We call it Income Protection in 


Why not make programming easier this way? 


<x 
Occidental Life 


INSURANCE COMPANY OF CALIFORNIA 


W. B. STANNARD, Vice President 


Senator HARRY P. CAIN: U. S. 
Senator from the State of Wash- 
ington since Dec. 1946... mayor 
of Tacoma, Wash. (1940-46) ... 


home is in that city. 


Epitor, THE SPECTATOR: 

Life insurance was designed to make 
any sudden change bearable and to 
minimize suffering, and the individual 
who fails to provide for his complete 
needs is taking an unwarranted chance 
with his future and is likely to subject 
those whom he most admires and loves 
to bitterness, unhappiness and needless 
hardship. 

Harry P. Cain 
U. S. Senator, Washington 

















MARK R. SULLIVAN: President, 
Pacific Telephone & Telegraph 
... former vice-president, Ameri- 
can Telephone & Telegraph “o. 


... home is in San Francisco. 


Epitor, THE SPECTATOR: 

I believe that the most effective en- 
dorsement of life insurance is to be 
found in the acceptance it has won from 
people in every walk of life. I am glad 
to add my own word of belief in it. 

For the individual it is one sure way 
to create an estate. And only after he 
has established an estate on the sure 





and solid basis that only life insurance 
can provide, does he become free to 
take on the more speculative and ven- 
turesome opportunities that may (or 
may not) lead to large fortune. 

For the nation’s economy under free 
enterprise, life insurance serves as the 
one sure way of providing a large and 
continuous flow of capital funds re 
quired to keep the productive capacity 
of the country at high level. 

M. R. Sullivan 


Governor DOUGLAS McK AY: 
governor of Oregon since 1949 
.-- formerly a state senator. 


Epitor, THE SPECTATOR: 


It is impossible to estimate the num- 
ber of men and women who have 
achieved outstanding service or success 
because a backlog of insurance was 
available when opportunity came. To 
many it has provided the first oppor 
tunity to establish their own business. 

Insurance is so closely interwoven in 
the fabric of our economy that we are 
inclined to think of it in terms of its 
national importance. Its greatest im 
portance, however, remains the security 
and opportunity it affords the individ- 
ual and the American home. 

Douglas M-Kay 
Governor of Oregon 
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By LEON GILBERT SIMON 


o- the horison 


TRUTH LIVES ON GREDIT 
IS A STUDIED CONCLUSION 


OBERT LOUIS STEVENSON once 

remarked that “Truth is like the 
horizon—the nearer you approach it, 
the more it recedes.” Indeed, this is an 
excellent picture. Some of yesterday’s 
truths have been superseded and re- 
placed by new information more re- 
cently discovered. Truth is éver chang- 
ing. It is constantly growing up. It is 
not absolute and irrevocable. Expressed 
in terms of human knowledge, tearing 
down is a healthy part of growing up. 
Some truths are short-lived. The mor- 
tality rate is high. They sparkle at in- 
ception and like champagne after con- 
tinued exposure, they become flat and 
unpalatable. 

Man’s mind is frequently strained be- 
cause it is disturbed and torn between 
older beliefs which provided comfort, 
and newer findings which are displac- 
ing them. Today’s experiences are mod- 
ifying yesterday’s conclusions. In many 
cases they amend and alter each other 
in the same way as our present law and 
court decisions modify and alter pre- 
vious law. Truth is frequently a recon- 
ciliation of opposites. 

To a great extent most truths live on 
a credit system. In conversation you ac- 
cept my statements concerning some- 
thing and I then accept your statement 
about something else. We trade on each 
other’s facts, assuming they are correct. 
Like checks drawn on some distant 
bank. thé} are good as long as they 
Pass and until somebody refuses to ac- 
cept them. A challenging inquiry sus- 
pends the credit, which the check would 
otherwise receive. 

Sine most of the public believe what 
they are told, the so called “truth” has 
the benefit of a very liberal ‘line of 
credit. Popular fallacies are the result 
of an over-extension of this kind of 





credit. It becomes evident that truth, as 
we know it, gets pushed around quite a 
bit. Oliver Wendell Holmes emphasized 
the point by stating “Don’t be afraid to 
handle the truth roughly. She is no in- 
valid.” 


Transforms Confusion 


William James in one of his lectures 
at Harvard said “There is no such thing 
as the truth.” He indicated to his stu- 
dents that what we call truth is merely 
a working hypothesis, a sort of tempo- 
rary tool that enables us to transform a 
bit of confusion into a bit of order. He 
developed this idea by saying “What 
was true yesterday, that is what was 
helpful yesterday, may not be true to- 
day. Old truths like old weapons tend 
to grow rusty and become useless.” 

This observation indicates that the 
complete truth is not in the possession 
of any single observer, although each 
individual acquires a partial view and 
limited understanding of it, according 
to the particular position in which he 
stands. Truth when seen full face may 
be vastly different when seen in pro- 
file. What is true by candlelight is not 
necessarily true by sunlight. 

The challenging spirit and inquiring 
mind must evermore be encouraged to 
follow the truth, even though it brings 
unpleasant conclusions. Each one must 
ask himself the question, “Do I want the 
truth or do I prefer mental pastry? I 
must make a choice. I cannot have 
both.” It is necessary for us to enkindle 
our imagination to the utmost and ob- 
serve things from many viewpoints. Our 
curiosity should prompt us to find out 
“how the moon looks on the other side.” 

It is well recognized that every man’s 
judgment is no better than the infor- 
mation he possesses. Therefore the cor- 





rectness of a statement should be mea- 
sured by the light the individual had 
when he pronounced it. Unfortunately, 
men sometimes take the limits of their 
own immediate vision for the limits of 
the world’s vision and thus deprive 
themselves of a larger measure of truth. 
Ego’s blockage is immovable in many 
cases. 

In general, we are not pleased when 
that which we thought was true is sub- 
sequently disproved by someone else. 
We resent the critical intruder. It dis- 
turbs our tranquility. We do not like 
those whe unmask our illusions. The ef- 
fect is unpleasant. Truth irritates those 
whom it enlightens but does not con- 
vert. On the other hand, those who are 
not irritated by new truths that tear 
down old ones, acquire double benefits. 
They are enlightened and enriched at 
the same time. Can you remember how 
you believed in Grimm’s Fairy Tales in 
early youth? The tales lived on credit 
which youth so lavishly provides. But 
gradually and surely the credit was re- 
tracted as maturity approached and 
finally dwindled to nothingness. 

Despite maturity, many of us hang 
on everlastingly to old “fairy tales.” 
That is what John Dryden meant when 
he wrote “Men are but children of a 
larger growth.” Like a youngster, man 
likes to look through a telescope, if 
what he sees pleases him and if the 
focus has been adjusted to his vision. 
But let someone come along and throw 
it out of focus and immediately all in- 
terest in the subject is lest and in addi- 
tion the observer becomes distempered. 
Thus we understand more fully the 
meaning of the phrase, “Tis real hu- 
manity and kindness to hide strong 
truth from tender eyes.” 


Truth is Nourishment 


The pursuit of truth and recognition 
of its everchanging quality is the food 
on which the alert mind thrives. A loss 
of appetite for quick acceptance of what 
the other fellow says, is indeed a healthy 
sign. The critical sense is the best part 
of man’s total make-up. The challeng- 
ing spirit must have an expanding free- 
dom. The inquiring and questioning 
mind cannot be hindered by reliance on 
so-called truths that have received more 
credit than they deserve. This ideal was 
expressed by Socrates when he pro- 
claimed, “I pursue the trail of truth 
like a bloodhound.” Reason tells me 
that I have the right to challenge your 
assumptions and you have the right to 
challenge mine. Experience indicates 
that when we weigh the opposing evi- 
dences in the scales of considered judg- 
ment, we acquire a larger measure of 
substantial truth. Our horizons expand 
and free trade in thinking accelerates. 
Thus the panting bloodhound finally 
overtakes the object of his search. 
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By RAY M. STROUPE, Washington Bureau 


ARLY next year, the House Armed 

Services Committee proposes to 
study a plan whereby members of the 
active military services and _ reserve 
forces would be compelled to establish 
survivor benefits for their widows and 
children. A subcommittee has given its 
approval of the program. 


One feature of the plan which will 
appeal to economy-minded citizens is 
that there would be no direct monetary 
contribution by the Government. Ser- 
vice personnel would be assessed 
amounts ranging from 75 cents per 
month for a private to $3 for a full gen- 
eral. A widow would receive 25 per 
cent of her deceased husband’s pay each 
year, plus $360 for each child. A maxi- 
mum figure would be prescribed for the 
amount of child-dependency allowed. 

Personnel already in uniform could 
make their own choice as to participa- 
tion in the plan. New military person- 
nel would be required to set up sur- 
vivor benefits, however. 


OUPLES reaching age 65 can ex- 

pect to maintain their own dweil- 
ings and have a “modest, yet adequate,” 
living standard on less than $2,000—if 
there’s a return to October, 1950, price 
levels. The Bureau of Labor Statistics 
is authority for this estimate. 


Using last year’s price levels as a 
yardstick, BLS found that in 34 cities 
retired couples could continue to hold 
their place in community life for a 
maximum of $1,908 per year. This lat- 
ter figure was the annual cost in Mil- 
waukee, while other estimates ranged 
downward to $1,602, the cost in New 
Orleans. Budgets within this range 
would not allow for upkeep of an auto- 
mobile. 

These figures have a new significanse 
because of the recent Federal report that 
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the average life expectancy in this coun- 
try is at a new high of almost 68 years. 
As a consequence of better disease con- 
trol and improved diet, the 65-and-over 
age bracket is becoming increasingly 
larger. In 1950, this group totaled one- 
twelfth of our population. 

For the most part, variations in the 
cost of comparable housing made the 
greatest difference in budgets for eld- 
erly couples in the cities surveyed. In 
New Orleans, for example, average 
yearly rental for a two- or three-room 
dwelling, plus utility costs, was $436. 
The cost in Milwaukee was $705. 


Budget Comparisons 


Lowest combined costs of food, cloth- 
ing, house furnishings, and all other 
non-rental items were recorded in Sa- 
vannah, where $1,126 would pay the bill. 
In Seattle, however, a couple needed 
$1,269 to pay these costs. 

Contrary to some expectations, re- 
tirement in a Southern city may not in 
all cases be less expensive than in an 
Eastern or Western community. For in- 
stance, a retired couple could have a 
“modest” living for $1,748 per year in 
Atlanta, BLS says, but in Portland, Me., 
the budget dropped to $1,733. Again, 
the annual living costs for a couple in 
Houston amounted to $1,855, as com- 
pared to $1,833 in San Francisco. 

In any event, there is plentiful evi- 
dence that all of these sums will have 
to be increased in future years. The 
trend toward higher median incomes 
and greater real estate prices will have 
the effect of driving up the figures 
quoted. 


Fewer People on Relief 


TILL going downward, the Federal 
Security Administration says, is the 
total of people drawing public financial 


assistance, though latest available fig- 
ures showed about 5,500,000 people on 
relief rolls. 

In mid-1950, the agency said, 6,000,- 
000 were getting aid from Federal, 
State and local funds. The biggest drop 
since then has been in the general as- 
sistance program, utilizing no federal 
money. These cases dropped by more 
than a third in the year. 

There was a 5.4% decrease in the 
aid-to-dependent-children case load be- 
tween July, 1950, and July of this year 
while the costs in July, 1951, were 
almost $1,000,000 less than in the cor- 
responding month of 1950. The old- 
age assistance program declined by 2% 
during the same period and cost $2,- 
500,000 less. 

Official view of this decline in the 
total number drawing on public funds 
is that two factors have caused it. ‘These 
are the 1950 amendments to the Social 
Security Act (more amendments have 
been proposed) and industry’s require- 
ments for additional workers. New em- 
ployees now are in a position to con- 
tribute to the support of relatives who 
are too infirm or too young to work. 


Population Increase 


N less than 18 months, the population 

of the United States and its armed 
forces abroad rose 2.5%, putting the 
1950 census farther out of date. 

Between April 1, 1950, and Sepi. 1 of 
this year, the Bureau of Census tabula 
tions increased from 151,132,000 to 
154,853,000. Though these are esti 
mated figures, they are based in pait on 
data concerning births and deaths, 
furnished by U. S. Public Health Ser 
vice; on immigration and emigration 
statistics provided by the Immigration 
and Naturalization Service; and on it 
formation from the Department of 
Defense. 





